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Ordinary Sales well over 


half-billion in ’55 


Year-end tabulations indicate that New England 
Life’s new issues of ordinary insurance will approach 
550 millions in °55, an advance of nearly 30% from 
the 425 millions in °54. A steady pace of increased 
production had already been set before rate reductions 
and increased dividends were announced on November 
1, 1955. (Through an adjustment of dividends, the net 
cost of ordinary life policies of $5,000 minimum 
issued before November | will be the same as for the 
new policies.) 

Highest pre-war sales of new insurance were $159 
millions in 1938. The rapid growth in the last decade 
reflects the popularity of the company’s notably liberal 
policy contract, and the competence of a well-trained 


field force. 


With greatly expanded service facilities in both 


Group and Ordinary fields, New England Life expects 


to maintain its forward momentum. 
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Investment Leeway 
Bill Gets Strong 
Backing in N. Y. 


Department Holds Hearing; 
Superintendent Indicates 
Sympathetic Viewpoint 


By JOHN B. LAWRENCE Jr. 

NEW YORK—Top-ranking insur- 
ance executives appeared at a New 
York insurance department hearing 
to urge strongly the addition of an in- 
vestment leeway or “basket” provi- 
sion to the state 
law. 

Devereux C. Jo- 
sephs, chairman of 
New York Life, 
carried the ball 
most of the time 
in support of the 
proposal. This 
amendment would 
add a new subdi- 
vision 15 to sec- 
tion 81 of the law 
to permit life 
companies _ to D. C. Josephs 
make investments not otherwise au- 
thorized by law. Total cost of such 
investments would not be allowed to 
exceed 5% of admitted assets. Total 
cost of all investments of a single 
kind, whether or not a presently per- 
mitted investment, could not exceed 
1% of admitted assets. 

An hour-long discussion on _ this 
proposal highlighted the hearing. Su- 
perintendent Holz, who presided, 
pointed out that the session was called 
to bring about a “meeting of the 
minds” between the department and 
the industry on proposed amendments 
to the insurance law. He emphasized 
that no conclusions would be reached 
at the hearings and that any line of 
questioning followed by an official 
should not be viewed as an opinion. 
The department, after executive ses- 
sions on the proposals, will submit 
the results to the insurance commit- 
tees of the legislature. 

Mr. Josephs was introduced by El- 
don Wallingford, assistant general 
counsel of Life Insurance Assn. of 
America. The joint legislative com- 
mittee of LIA and American Life 
Convention submitted a memorandum 
i support of this proposal and sever- 
al others. The memo said the pro- 
posed amendment would introduce 
“an element of flexibility which would 
permit companies to take advantage 
of new investment opportunities with- 
out waiting for the law to be changed.” 

Nineteen states have leeway laws 
and New Jersey and Massachusetts 
have similar provisions, Mr. Josephs 
teported. Such a provision would 
“minimize technical obstacles to sound 
Investments.” It would give domestic 
companies the same rights under the 
law as out-of-state companies. Su- 
Perintendent Holz agreed that New 
York companies should have the same 
tights as foreign companies. 

The provision would permit more 

(CONTINUED ON PAGE 18) 





N. Y. Proposal to 
Limit Group Life 
Draws Objections 


NEW YORK—Legislative proposals 
to limit the amount of group life which 
may be written on corporation officials 
and to extend the law to cover certain 
association groups drew some criticism 
from life company executives at a New 
York insurance department hearing. 
Also opposed was a “double dollar” 
insurance plan proposed by a savings 
bank. 

The department presented an amend- 
ment to require that any amount of 
group life written on an individual in 
excess of $40,000 be subject to satis- 
factory evidence of insurability in ac- 
cordance with underwriting standards 
required of an applicant for individual 
insurance in a similar amount. Julius 
Sackman, chief of the department’s 
life bureau, said this is consistent with 
the model bill adopted by National 
Assn. of Insurance Commissioners two 
years ago, under which group shall 
not exceed $40,000 or 150% of the em- 
ploye’s annual compensation, which- 
ever is less. 

New York repealed a $20,000 group 
life limit in 1953 because of the dis- 
advantageous competitive situation for 
domestic companies with respect to 
group life contracts written outside 
the state. The new limit would place 
a check on the writing of large amounts 
on top level executives, proprietors 
and partners which might “result in 
topheavy exposure.” 

Charles G. Dougherty, vice-president 
for insurance relations, Metropolitan 
Life, pointed out that some employers 
and domestic companies will be affect- 
ed if the amendment is adopted. Em- 
ployers competing for talent have 
found that a large part of salary in- 
creases are paid in taxes. But group 
life contributes much to the security 
of employes and their families. 

If a limit is going to be set this year, 
he said, another type might be con- 
sidered. Mr. Sackman maintained this 

(CONTINUED ON PAGE 20) 


Lithgow Chairman, 
Holmes President 
of Manufaciurers 


Manufacturers Life has elected J. H. 
Lithgow chairman and G. L. Holmes 
president. 

Mr. Lithgow served as general man- 
ager from 1931 to 1951 when he be- 








ES 


G. L. Holmes 


came president. Mr. Holmes’ was 
named actuary in 1935 and vice-presi- 
dent in 1952 

J. R. Beveridge, actuary since 1952, 
was appointed vice-president and act- 
uary. Dr. R. C. Montgomery, medical 
officer since 1943, was named vice- 
president and medical director. 

Other appointments were A. T. 
Seedhouse, S. S. T. Beauregard, E. G. 
Bauman and H. A. Rapsey, associate 
treasurers; T. B. Close and L. M. Davi- 
son, associate secretaries; J. A. Mac- 
Donald, assistant treasurer; T. R. La- 
mon and T. L. Taylor, mortgage super- 
intendents. 


J. H. Lithgow 


Dinner to Commemorate 
Canadian Assn.’s 50th 


Life Underwriters Assn. of Canada 
will hold its golden jubilee dinner Jan. 
26 at Toronto. Speaker of the evening 
will be James S. Duncan, chairman 
and president of Massey-Harris-Fer- 
guson Ltd., who will be making his 
first public speech since his recent re- 
turn from Russia. J. D. Mingay, as- 
sociation chairman, will speak on “Fif- 
ty Years of Achievement.” 

In addition to life insurance people, 
there will be a number of prominent 
guests representative of the business, 
industry and government of Canada. 








Late News Bulletins... 








Query N. Y. Atty..General on Life-Fire Deal 


NEW YORK—Superintendent Holz of New York has asked the New York 
attorney-general for an opinion on the legality of a New York licensed com- 
pany owning control of a fire insurance company. The New York department 
had questioned the right of Connecticut General Life to carry through its pro- 
jected purchase of National Fire of Hartford. The cited provisions of the New 
York insurance law prohibit a life company from doing other than a life insur- 
ance business. The department has submitted Connecticut General’s brief to 
the attorney-general, along with its own. It is hoped there will be a ruling 
before the Jan. 24 special meeting of Connecticut General stockholders called 
to act upon the proposed purchase. President Frazar B. Wilde of Connecticut 
General has indicated that if the deal lacks New York department approval by 


Jan. 24 the project will be dropped. 


N. Y. Life Names Garth at Wilmington 


New York Life has appointed Marland L. Garth manager at Wilmington. Mr. 
Garth has been with the company since 1949 except for naval service. He has 
served at Hollywood, Washington, D. C., and Arlington and was named South- 
eastern division training supervisor last year. 





Sales Will Run 15% 
Ahead in 1956, Say 
Agency Officers 


LIAMA Poll Discloses Wide 
Range of Expansion Plans; 
Seek 10% Rise in Manpower 


HARTFORD—Agency officers in the 
United States and Canada believe that 
total life insurance sales this year will 
run 15% ahead of the record year just 
ended. 

A survey of more 
than 100 agency 
officers completed 
this week by the 
LIAMA reveals 
great optimism for 
growth of all forms 
of life insurance. 
The median pre- 
dicted sales in- 
crease was 15% for 
ordinary, group 
and A&S, and 
11144% for indus- 
trial. 

To support their optimism, the sales 
executives disclosed a wide range of 
expansion plans for 1956. 

Three out of four companies said 
they will undertake “a more intensive 
agent recruiting effort” in 1956. Eighty- 
five percent announced plans to open 
one or more new agencies. 

A net gain of 10% in full-time agent 
manpower by the end of the year was 
predicted. Among companies planning 
agency expansion, the median number 
of new outlets is four. 

Commenting on the survey in a letter 
to member companies, LIAMA Manag- 
ing Director Charles J. Zimmerman 
said “the most pressing agency prob- 
lem for 1956, by frequency of mention, 
is manpower development.” He noted 
that large companies stress manage- 
ment development, while medium and 
small companies give priority to re- 
cruiting and developing successful ca- 
reer agents. 

“With encouraging frequency,” Mr. 





C. J. Zimmerman 


Zimmerman observed, “companies 
mentioned plans to increase agent 
earnings.” 


Addition of new lines of coverage 
during 1956 are planned by 13% of the 
companies, with some form of A&S 
insurance most frequently listed. 

New policy contracts will be issued 
this year by 48% of the companies. 
Comparing this with a year ago, when 
62% planned new policies, Mr Zimmer- 
man noted that the trend toward mini- 
mum-size and preferred risk policies 
seems undiminished. He said 15% of 
the companies plan such policies, in 
minimum amounts ranging from $5,000 
to $25,000. 

Nearly one-third of the repliers, 
which include a proportionate share 
of large, medium, and small companies, 
said they expect to expand into one or 
more new states, provinces or territor- 
ies. More than one-half (52%) plan to 
increase the number of agency depart- 

(CONTINUED ON PAGE 18) 
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Ilinoisans Back 
W. E. North for 
Trustee of NALU 


The candidacy of William E. North, 
northern Illinois manager of New York 
Life, for trustee of 
National Assn. of 
Life Underwriters 
has received the 
unanimous en- 
dorsement of the 
Chicago and Illi- 
nois associations. 

Mr. North’s many 
years of associa- 
tion activity have 
gained him a na- 
tional prominency. 
He has addressed 
agents’ meetings 
throughout the country and has been 
especially active in organizing disabil- 
ity insurance training courses. Cur- 
rently he heads the new NALU special 
committee on national health and wel- 
fare. He has written several articles 
for insurance publications, the most 
recent appearing in the January issue 
of NALU’s Life Association News. 

Mr. North’s many years of service 
in the Illinois association was climaxed 
by his election as president in 1950. He 
also has served as a director of the 
Chicago association, particularly dis- 
tinguishing himself in membership 
work. 





William E. North 


Starting with New York Life as an 
agent at Corvallis, Ore., in 1930, Mr. 
North was promoted to assistant man- 
ager the following year and in 1936 
became agency director for Montana 
and northern Wyoming. He was trans- 
ferred to Chicago as manager of the 
Century branch in 1939 and advanced 
to general manager of the northern 
Illinois branch in 1943. He maintains 
headquarters at 610 Church street, 
Evanston. 

Before entering insurance Mr. North 
was manager of Chambers of Com- 
merce at Baker and Corvallis, Ore., 
and was president of Oregon Assn. of 
Commercial Secretaries. His civic ac- 
tivities are many and varied. 





Guarantee Mutual Has 
Gains in Each ‘55 Month 


Guarantee Mutual Life in 1955 had 
new business. of $42,368,554, a gain of 
25.6%. Business in each month of 1955 
represented a gain over the same 
month of the previous year, with the 
December figure showing a rise of 
11.2%. 

Insurance in force at the year end 
reached $355,837,332, up $21,052,004. 
New commercial A&S business showed 
a 21.7% gain. 

The year’s top producing agency was 
the Detroit office headed by Anthony 
Novara. The Leonard & Son agency at 
Tulsa was the December leader. The 
Stemsrud agency at Minneapolis led 
in A&S sales for the year. Boyd W. 
Flinders, Burbank, Cal., was the in- 
dividual production leader for 1955, 
and tops in A&S sales was Gordon R. 
Hallstrom, Minneapolis. 





Kansas City Life 
Raises Dividend to $6 


Directors of Kansas City Life have 
declared an annual dividend on capital 
stock of $6, payable semi-annually. 
The 1955 dividend was $5. 





C. C. Bales Heads 
New National 
Agents Group 


LOUISVILLE—American Life Un- 
derwriters Assn. was organized at a 
special meeting here last week attend- 
ed by representatives of more than 100 
life companies. 

Charles C. Bales, agency director of 
National Old Line Life at Jacksonville, 
Ala., who has been acting as chairman 
of the organizational committee, was 
elected president. Mr. Bales said more 
than 5,000 agents in 37 states are 
pledged to join the new group. 

Initial steps towards formation of 
the new agents’ association were taken 
some months ago at St. Louis during 
a meeting there of National Assn. of 
Life Companies, the new company 
trade group comprised principally of 
smaller insurers mainly in southern 
states. 

Named as vice-presidents of the new 
association were Joseph Shorrock, Na- 
tional Life & Casualty, Phoenix; James 
Ely, Business & Professional Men’s 
Denver; Donald Teague, Security Na- 
tional Life, St. Louis. The secretary is 
Roger Schulz, Federal Old Line, Seatt- 
le, and the treasurer is Thomas Dech- 
man, Coastal States Life, Atlanta. 

Mr. Bales commented that the idea 
of the group originated some time ago 
‘when it became known that some 
qualified life agents were not eligible 
for membership in other agents’ or- 
ganizations now in existence. This left 
them with no organization to speak for 
them on a national or state level.” 





Chicago Office Sets Aetna 
Group Sales Mark in ‘55 


The Chicago group department of 
Aetna Life set an all-time company 
record with 1955 production of $655,- 
239,830. This exceeded the company 
record of $525 million, also set by the 
Chicago department in 1954. 

The Chicago group staff of 12 men 
is headed by V. J. Barnett. 


28 Texas Companies 
Guarantee Policies 
of Stock Insurers 


DALLAS—A reinsurance plan guar- 
anteeing policyholders of Texas legal 
reserve stock life companies from loss, 
in the event any such company is 
found to be improperly managed or in- 
solvent, has been offered to the Texas 
department by the 28 member com- 
panies of Texas Life Convention. 

The plan is the first major step 
taken by established companies to 
bring stability to the tangled Texas 
situation following the failure of sev- 
eral companies in the crack-down of 
the board on management of affiliated 
concerns. It is hoped that an early 
joint conference of the board and TLC 
representatives can be arranged to 
complete details and obtain official ap- 
proval. 

In brief, the plan offers to reinsure 
policies issued prior to Jan. 1, 1956, by 
any Texas legal reserve stock company 
if the board should find that any such 
company is improperly managed or in- 
solvent within 12 months from the date 
of the offer, Jan. 12. 

Announcement of the offer was 
made by James R. Wood, president of 
Southwestern Life, and Pat M. Green- 
wood, president of Great Southern Life. 





Covert Feted for Leading 


Mutual Benefit in 1955 


Harold M. Covert Jr., Allentown, Pa., 
who sold almost $7 million in Mutual 
Benefit Life last year, was honored at 
a dinner in Allentown for having led 
the company in 1955 and setting a new 
all-time company record. 

Speakers included President H. 
Bruce Palmer, who headed a delega- 
tion of six from the home office, and 
Edward L. Reiley, general agent at 
Philadelphia, whose agency Mr. Cov- 
ert is connected with. Mr. Covert is a 
life member of the Million Dollar 
Round Table and chairman of the Mu- 
tual Benefit agent’s advisory group. 








Kansas City Life Plans Home Office Addition 


Kansas City Life, which in 1955 set 
a new all-time production record of 
$150,519,289, will more than double 
the size of its home office building 
with a $2.5 million addition on which 
construction will begin about April 1. 

The new addition will be a five- 
story structure 338 feet long adjoining 
the present building at the rear, and 
extending north and south. It will be 
52 feet wide. Approximately 88,000 
square feet of new floor space will be 
provided, making a total of more than 
170,00 square feet when the addition is 
completed, probably in about a year. 

The addition will blend with the 
architectural design of the present 
building. 


The exterior will be of cut stone, as 
is the present building. An added en- 
trance from the west will be in the 
center of the first floor. There will be 
a dining room in the north wing, with 
a seating capacity of 375, twice the 
size of the present dining room, and a 
complete new heating and air condi- 
tioning system for both the old and 
new sections. There will be no columns 
of any kind on the upper four floors of 
the new addition. 

On completion of the addition, the 
old part of the structure will be re- 
furbished and rearranged. Then the 
entire grounds will be landscaped, in- 
cluding the space formerly occupied by 
the old Woodlea hotel. 








Ci a AMA 2 a eco ethos 


This is the way the home office of Kansas City Life will look when the new 


$2.5 million addition is completed. The expansion construction will adjoin the 
present building at the rear, extending toward the north and south. It will have 
five stories, one a full basement. The present building is 140 by 160 feet in 


dimensions. 


TO MEET FEB. 7 


Name NAIC Group 
to Interpret New 
Ad Code for A&S 


A subcommittee to interpret the unj.7 
form A&S advertising rules adopted by? 
National Assn. of Insurance Commis.” 
sioners at its December meeting in_ 
New York City, has been appointed by’ 
Commissioner Knowlton of New 
Hampshire, chairman of the A&H com.” 
mittee. : 

The subcommittee, which will pre. 
pare an interpretative guide to be used" : 
in clarifying, illustrating and explain.” 
ing the new A&S advertising rules, wil] ' 
be headed by Thomas Pansing of Ne. 
braska, who also served as a chairman). 
of the advertising code subcommittee” 
Other members are Sheehan of Min. 
nesota, Knowlton of New Hampshire’ 
Gillooly of West Virginia and Juliu’ 
Wikler representing Holz of New York, 


The subcommittee is reactivating the 
industry committee that previously 
worked with the advertising code sub. | 
committee. In addition there will be 
appointed a member to represent in- 
terested agents’ and brokers’ associa- 
tions. 

Mr. Pansing appointed Paul Watt of 
Washington National as chairman of 
the group that will prepare the first 
draft of the guide. Other members are 
Charles G. Dougherty, Metropolitan; 
Valentine Howell, Prudential; J. C. 
Higdon, Business Men’s Assurance; | 
Artemas C. Leslie, Blue Cross Commis- 
sion, and Messrs. Wickler, Gillooly and 
Pansing. 

Mr. Pansing has called a meeting of 
the entire subcommittee for Feb. 7 at 
Washington to discuss the draft of the! 
guide. This meeting will precede by 
one day the trade practice conference 
called by federal trade commission on 
A&S advertising matters. 

In making the committee appoint- 
ments, Mr. Pansing commented that 
he still is optimistic as to what may be 
accomplished during the next few 
months. He added he is keeping in’ 
touch with interested FTC officials,” 
“and I still believe most of them to be | 
eager for an early and reasonable sol- | 
ution of the whole problem.” 5 
£ 

















Mutual Benefit Makes 6 


Home Office Promotions 


Mutual Benefit Life has promoted 
H. Douglas Palmer and Wilbur E. 
Hintz to associate directors of agencies, © 
Dr. Jefferson Weed to associate medi- © 
cal director, George Y. Cherlin to as- 
sistant mathematician, Virgil O. Hay- © 
den to manager of the mathematical 
valuation and dividend department, 
and Edward K. Leuzarder Jr. to agen- © 
cy secretary. i 

Mr. Palmer joined the company in © 
1946 and has been director of agency © 
administration since 1954. d 

Mr. Hintz joined the company at De- © 
troit in 1947 and has been director of 
field supervision since 1954. 

Dr. Weed has been assistant medical 
director. 

Mr. Cherlin has been senior math- 
ematical assistant. : 
Mr. Hayden joined the company in 
1947 and has been senior mathematical 
assistant. | 

Mr. Leuzarder joined the company i 
25 years ago and has been agency de- 
partment manager. 
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Says Separate Subsidiary Holds Most 
Hope for Getting Variable Annuity OK 


By ROBERT B. MITCHELL 

“Issuance of the variable annuity 
through a separate subsidiary corpora- 
tion rather than through a segregated 
fund within the life company itself has 
a lot better chance of winning approval 
in the industry and among the states; 
also any requirement in the law speci- 
fying a balance between variable-dol- 
lar and fixed-dollar investments would 
be lunacy.” 

That’s what a top executive of a 
leading life company told me the other 
day after reading the article in THE 
NATIONAL UNDERWRITER for Jan. 6 that 
discussed these two problems. 

“Can I quote you?” I asked him. 

“No,” he said. “I don’t want to get 
into a hassle in print over this—at 
least not now. If the ideas are worth 
anything, they’re worth just as much 
whether they’ve got my name hitched 
to them or not.” 

“There’s been a lot of criticism of 
the ‘balance’ requirement as being un- 
workable,” he continued. “But it’s 


worse than that. I talked it over with 
the people in our agency department 
and they say the whole idea of a statu- 
tory requirement for balance or even 
stating a statutory objective for bal- 
ance is strictly a lunatic idea. What 
business in its right mind would spon- 
sor a legislative declaration, for all the 
world to read, which said to old cus- 
tomers as well as new that they should 
think twice before they invest their 
money in our product? 

“Every sharpie in the securities bus- 
iness would be using our own argu- 
ment to twist or lapse existing business 
and talk prospective customers into 
putting only half of their money into 
life insurance. This would amount to 
a declaration by the life insurance bus- 
iness that they have only limited con- 
fidence in the value of the dollar. It 
would be a public endorsement of in- 
vestments in common _ stocks—and 
that’s the exact opposite of what our 
business has preached for decades. If 
we are trying to make it tough for our- 
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Our training, topnotch sales aids 
and individualized policies to 
meet individual needs are 
designed to make 


more money for you under 


PAN-AMERICAN’S 
CAREER CONTRACT 





NEW ORLEANS. U.S.A. 














selves, that is the way to do it.” 

“But the proposals have only been 
that the law would say that up to 50% 
of a man’s investment dollars could go 
into variable-dollar plans,’ I pointed 
out. “There wouldn’t be any endorse- 
ment of bringing an investment pro- 
gram up to the point where half went 
into variable-dollar investments.” 

“Yes, but the minute you have the 
business on record as approving a 50- 
50 balance, or any other division be- 
tween variable-dollar and fixed-dollar 
investments, you open the way to 
twisting and lapsing. It’s the same as 
telling new policyholders they should 
divide their outlay 50-50 and telling 
the old policyholders that the company 
was wrong in selling them fixed-dollar 
investments exclusively. In fact, the 
‘balance’ idea implies an obligation on 
the part of the insurer issuing the var- 
iable annuity to go back to all: present 
policyholders and get their programs 
into ‘balance.’ 

“It would be like saying to a policy- 
holder who is paying us $1,000 a year 
in premiums, ‘You should have put 
only $500 a year with us and put the 
other $500 in equities or something 
based on equities.” 

“You mentioned in your article,” this 
executive continued, “that the ‘bal- 
ance’ question is the big issue in con- 
nection with efforts to get the variable 
annuity accepted. But it seems to me 
the more important question is whether 
it’s to be issued through a segregated 
fund or through a separate subsidiary 
corporation. I’ll concede that it wouid 
be somewhat easier for a life company 
to use the segregated fund system. But 
I contend it would be a lot easier to 
get approval in the business and among 
the legislatures if you follow the sub- 
sidiary corporation idea. For one thing, 

‘CONTINUED ON PAGE 17) 








Chairman John W. Carpenter of 
Southland life is pictured digging the 
first spade full of dirt with a gold- 
plated spade to launch ground-break- 
ing ceremonies for the new Southland 
Center at Dallas. Participating were 
Governor Shivers of Texas and many 
other business and civic leaders. Com- 
pletion is scheduled for sometime in 
1958. There will be 1,400,000 square 
feet of building area. Five below- 
ground levels and three above-ground 
floors will cover an entire block area 
with the exception of a landscaped 
park area extending across a block 
from Pearl to Olive streets. Perched 
atop the huge area will be two towers 
—a 42-story home office building tow- 
er and a 28-story ultra-modern luxury 
hotel. Foundations will be in place for 
an additional 36-story office building 
tower for the future. 
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Throgmorton Raised; 
Jack Morris Joins 
Republic National 


Republic National Life has advancg 





Louie E. Throgmorton to vice-preside 
in charge of the public services diy; 





Jack R. Morris 


sion and has appointed Jack R. Morr) 
for many years with Business Men; 
Assurance, vice-president and directy 
of public relations. 

Mr. Throgmorton, who has be: 
vice-president and director of pub; 
relations, has been in the life insurane 
business for 30 years. He is much j 
demand as a speaker before civic an 
business organizations, delivering som 
300 addresses a year throughout th 
country. 

With Business Men’s Assurance sine: 
1932, Mr. Morris was an officer of th 
company during most of the tim 
serving as director of sales promotior 
director of publicity, director of publi 
relations, and in 1954 he was name 
vice-president. 

He has been especially active in ac. 
tivities of Life Insurance Advertiser 
Assn., serving as president in 195} 
1954. In addition, he has been a men. 
ber of the public relations committee 
of LIAMA, Life Insurers Conferenc! 
and H&A Underwriters Conference, Ir 
Kansas City he has been vice-presiden' 
of the advertising and sales executiv 
club. 


L. E. Throgmorten 


Indianapolis Life Hits 
Production High in ‘55 


Indianapolis Life has completed 194i 
—its golden anniversary year—with the 
highest production in its history, sale 
of $41,463,567 representing a gain 0 
20.6% over 1954. The increase in insur- 
ance in force was up 46.4% over the 
gain recorded in 1954. Insurance in) 
force reached $328,015,879. 

Nate Kaufman, Shelbyville, Ind.) 
topped the $42 million mark for a con- 
pany record in setting the pace among! 
individual producers for the 13th time 
in the past 15 years. The M. A. Ken- 
nedy agency at Noblesville, Ind., was 
the leading agency. 








Mass. Mutual Raises 3 


Massachusetts Mutual Life has pro- 
moted James L. Marchese to benefit 
secretary and Harold F. Philbrick an¢ 
Walter L. Grace to associate actuaries. 

Mr. Marchese joined the company 
44 years ago and was named assistant 
secretary in 1939. 

Mr. Philbrick was with Sun Life of 
Canada for three years before joining 
the company in 1945. He was nameé¢ 
an associate actuary in 1954. : 

Mr. Grace, with the company since 
1949, has been an associate actualy. 
He and Mr. Philbrick are fellows @ 
Society of Actuaries. 





Seattle life managers at their Janu: 
ary meeting heard a talk by James 4 
Thompson, manager of Northern Lift 















at Seattle. 
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TO MAIL RESERVATION FORMS NEXT MONTH 





Set Up Reservation Procedure for MDRT 
Kungsholm Cruise Convention to Bermuda 


So great is the attraction of a cruise 
convention to Bermuda on the motor- 
ship Kungsholm 
that the Million 
Dollar Round Ta- 
ble has set up 
special procedures 
to make sure that 
every qualifier 
has an equal 
chance to get his 
reservation in the 
mail promptly. 





For though 

MDRT has _sre- 

F. Prieb served every room 

mel — on the Swedish 
American Line’s_ palatial flagship, 


there will be accommodations for just 
450 persons. When all the rooms have 
been spoken for, later applicants can 
only hope that some of the earlier 
ones will cancel their reservations. 
e e ® 

All 1955 MDORT members, and po- 
tential qualifiers who asked to be put 
on the MDRT mailing list, recently 
received from Arthur F. Priebe, Penn 
Mutual, Rockford, Ill... MDRT chair- 
man, a letter explaining in detail the 
procedures to be followed in making 
the cruise reservations, plus literature 
telling about Bermuda and the Kungs- 
holm—including a few mouth-water- 
ing Kungsholm menus. This mailing 
contained all the information, includ- 
ing rates, needed to base a decision 





on whether to apply for a reservation. 

The actual reservation forms will 
be mailed later, probably the first 
week in February, the mailing being 
timed to reach everyone on the list 
at the same time. 

Originally the reservation forms 
were scheduled for mailing in Jan- 
uary but additional time was neces- 
sary to work out the exact procedure 
to be used in handling the reserva- 
tions. 

The postmark on the reservation re- 
quest will govern the order of as- 
signment of ship space and each re- 
quest will be acknowledged by 
assignment of a reservation number. 
Each reservation request must be ac- 
companied by a 25% down-payment 
check made out to the Swedish Ameri- 
can Line. 

-_ * o 

Since everyone on the MDRT mail- 
ing list will get a reservation form, it 
means that some reservation numbers 
will be assigned to applicants who 
fail to qualify for membership. Num- 
bers that have been assigned to such 
applicants will be reassigned in order. 

Since the deadline for filing qualifi- 
cation papers for MDRT membership 
is March 15, the question naturally 
arises, “Could someone apply for a 
reservation as soon as the reservation 
forms are available, be assigned a 
number, but not file his qualification 
forms until just before the March 15 


MOTORSHIP KUNGSHOM, flagship of the Swedish American Line. It has 
been chartered for a cruise convention to Bermuda May 16-21 by the Million 
Dollar Round Table. Members will live aboard the completely air-conditioned 
ship during the two days they will be in Bermuda. 


XUM 


deadline?” The answer is no. 

“We don’t believe that would be 
fair,’ Mr. Priebe explained. “His ap- 
plication for Round Table membership 
will have to be postmarked not later 
than his Kungsholm reservation, or his 
cruise reservation will be placed on 
the waiting list and assigned later if 
any space is left. Of course, he can 
still qualify for membership by filing 
before the March 15 deadline. In other 
words, if a prospective member wants 
to be considered for a Kungsholm 
reservation, he must file his member- 
ship application at the same time or 
earlier. The membership forms were 
mailed out Oct. 31, 1955.” 

Mr. Priebe particularly asked that no 
reservations be made by telegram or 
telephone. The postmark will deter- 
mine the priority. 

A look at the lavishly illustrated lit- 
erature sent out with the first mailing 
explains why a carefuly worked out 
procedure was called for in connection 
with reservations. It is obviously a 
meeting that no one would want to 
miss because of not understanding the 
reservation system or being insuf- 
ficiently aware of the attractions of 
Bermuda or the Kungsholm. 


The cruise will start at New York 
May 16 and end there May 21. Between 
those dates will be memorable hours, 
afloat and ashore. The Kungsholm, 
newest and finest of the cruise ships, 
is customarily used for round-the- 
world cruises lasting three months. 
This will be her first charter trip. 

Spacious public rooms are grouped 
to facilitate “cabin-hopping’”—succes- 
sor to room hopping for this convention. 
The meetings will be held aboard ship 
and the members will live aboard while 
in Bermuda for a two-day stay. 

Each stateroom has a bath or shower, 
and telephone. Every stateroom is an 
outside room. The ship is completely 
air-conditioned. There is a_ well- 
equipped hospital with a surgeon in 
charge. 

One of the enclosures in the mailing 
telling about the cruise was a reprint 
of an article about a world cruise of 
the Kungsholm that appeared in the 
American Mercury. It’s titled ‘Cruise 
of a Lifetime.” The title seems to apply 
equally well to the MDRT cruise. 





Roger F. Wennerstrum has been 
named supervisor at Des Moines for 
Great-West Life. 





OPPORTUNITY 


SEATTLE 


FOR THE MAN 
READY FOR 





GENERAL AGENT CAPACITY 


In the progressive, “Evergreen Empire” State— 

we have a splendid opportunity for the right man to enjoy 
a highly profitable career with National Reserve Life. 
This specific opportunity now open, calls for a 

high type man ready for General Agency responsibility. 
National Reserve Life is currently expanding 

its General Agent structure throughout our entire 
operating area—from the Territory of Hawaii... 

from California to Florida. Our company has now passed 
the one hundred eighty million dollar mark 

of Insurance In Force, thus identifying us as one of the 
nation’s fastest growing companies. 


Complete home office cooperation, plus effective sales 
aids are at your command with National Reserve Life. If 
you are the man for this prosperous Pacific Northwest 
opening, write us today for complete information. All 
correspondence will be held in strictest confidence. 


H. O. CHAPMAN, Pres., 


NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


a oe oe) 


TOPEKA ) SIOUX 





Strong as the Strongest 
ENDURING AS RUSHMORE 


S. H. WITMER, Chm. of the Board 
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1955 Stock Price Range of Life Insurers 


Compiled by H. W. Cornelius 





















Bacon, Whipple & Co., 135 S. LaSalle St., Chicago 
(a) Dec. 31, 1954 (a) High (a) Low Dec. 31, 1955 % Gain 

Aetna Life ...... 177 286 166 216 —220 22% 
Beneficial Stz and: rd (b) 25 3842 25 35% — 36 41% 
California-Western State 73 117 73 110 —114 51% 
Colonial Life ............... 93 152 93 135 —139 45% 
Columbian Nat’l Life 91 118 89 97 — 99 1% 
Commonwealth Life ic 18% 2642 155g 254% — 2534 39% 
Coram... Gemeral Labo ...cccccssssscscesvccesesrescess 422 604 410 500 —515 18% 
Continental ASSUTANCE  ........ccceeeeeeeee 9342 230 96 171 —175 74% 
RNAI ORD: MU ID oss csncstsnescninesdavevnicessooses 6242 103% 58 96 — 97 54% 
Great Amer. Life Underwriters ........ 285 490 270 405 —415 42% 
RAPUR I MMI S -cchscctpaseieracounsetsnesscamveianicusanabinesse 2712 39 23% 34% — 3434 25% 
Jefferson Standard ... 8742 130 8342 121 —124 38% 
BRANGAS CMG LAGS: o.icsessscesscovvscessess 1225 1850 1190 1500 -1550 22% 
Life Insurance Investors (e€) ............ 1614 2342 1454 16% — 1634 

Meee TIBET TBO seecsceceicsssicccrisvesevasess 378 530 361 465 —472 23% 
DUROTAR Elks WAE IAS secscssccvsnssetseoiensicesscesances 77 105% 75% 99% —101'2 29% 
North American Life ...........s0e 18 40 18 3742 — 3842 108% 
Northwestern Nat’! ......:0ssccsssscsecosssesseoee 69 102 69 96 —100 39% 
I NE I icscctncortcnsnneninniinnianionnsonins 118 162 101 171 —174 45% 
I RO BD acc ectccictnenntteacccnenienesnvevenes’ 41 62 41 57 — 60 39% 
Southwestern Life ..........ccsseseseeeees 143 202 139 =6196 —201 37% 
EEN HID sarieasicaseinssnscipsecnicdeansepeisren’ 79 120 75% 84% — 85'2 1% 
I I NE cisiccccsnssiicacenesenivabeene 18 22% 18 19%, — 20% 10% 
> ie UII <0 cinctincalinsscleanieessiabensienebiennpeeenies 130 178 122 «145 —150 12% 
IE I ED Saaiescenteretescscccescsinsaccrnsone 65% 83 62% 73 — 76 11% 
IGE, BHM isescciicicscesisineins, §—sevenvnes 36 58 36 47 — 50 31% 





(a) bid: (b) offered March, 1955; (c) adjusted for 50% stock dividend and five for one split; 
(d) 50% stock dividend; (e) offered February, 1955; (f) adjusted for 25% stock dividend and 
20 for one split; (g) offered December, 1955. 

. e 


ANNUITY RATES 
REDUCED 


MANUFACTURERS LIFE, already a leader in the 
annuity field, announces still lower rates for 
Single Premium Immediate Annuities (all plans 
& ages). Your clients will welcome this oppor- 
tunity for a new maximum return per $1000 
of annuity investment. And for you lower rates 
mean more sales and more commissions. 


Examples of premium deposits to provide $10 monthly (male) 











Type of Annuity Age 60 Age 65 Age 70 
Life Annuity $1764 $1496 $1244 
Guaranteed 10 Years 1864 1643 1460 
Guaranteed 15 Years 1980 1813 1694 
Guaranteed 20 Years 2141 2035 1978 
Instalment Refund 2018 1792 1577 
Cash Refund 2077 1859 1654 

















FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 
BALTIMORE * CHICAGO * CINCINNATI * CLEVELAND ¢* COLUMBUS ¢ DETROIT 
HARTFORD * HONOLULU * LANSING * LOS ANGELES * MINNEAPOLIS * NEWARK 


PHILADELPHIA ° PITTSBURGH * PORTLAND * SAGINAW ¢ SAN FRANCISCO 
SEATTLE * SPOKANE * WASHINGTON, D.C. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


31-56 








OCCIDENTAL ISSUE 


$3 Million Policy 
on One Life Poses 
Many Problems 


A maze of problems faced Occidental 
Life of California when it recently 
issued what probably was the largest 
amount of insurance on one life by a 
single company. 

The application came from _ the 
Herbert A. Sloan & Son agency at In- 
dianapolis and was the second single 
application for more than $1 million 
which the agency has submitted. It 
was for $500,000 of five-year converti- 
ble and renewable term, plus income 
protection on the 10-year plan suffi- 
cient to provide a monthly income of 
$30,000. The total amount was com- 
muted. The amount of insurance actu- 
ally issued was $3,010,390, with an 
annual premium of $41,641. 

The skilled way the Sloan agency 
and the home office underwriting de- 
partment handled the many problems 
is the outstanding feature of the trans- 
action, according to an article in the 
company’s publication, Pulse. Realiz- 
ing the importance of keeping the case 
intact, the article states the agency had 
to persuade the applicant that it would 
be to his advantage to keep the appli- 
cation for one amount, submitted to 
one company. 

The policyholder is the president of 
a large corporation, a man in his fif- 
ties. His age presented a few under- 
writing problems for the large amount 
of insurance needed. The applicant 
agreed with the agency’s advice, plac- 
ing with Occidental the application 
for the entire amount. 

* e e 

Once the home office underwriters 
had accepted the risk for the maximum 
amount Occidental retains on any one 
life, the reinsurance department start- 
ed to spread the balance of the insur- 
ance over the industry. 

The regular reinsurance channels 
were filled to their limit immediately. 
Then there still remained more than 
$2.5 million to be disbursed to where- 
ever the risk would be taken. By co- 
ordinating the reinsurance program 
and knowing where the primary rein- 
surers already had reinsured their part 
of the risk, Occidental was able to com- 
plete the policy much quicker than 
would have been possible if the appli- 
cation had been split among many 
companies, the article comments. 

The tentacles of reinsurance reach 
a long way, the article continues, add- 
ing that it would require a good deal 
of research to trace their limits. When 
London insurers were asked if they 
would accept part of the reinsurance, 
they replied that they were already on 
the risk. Some of Occidental’s own re- 
insurers already had reinsured part of 
their risks on the overseas market. 








Dr. Magiday Equitable 
Associate Medical Chief 


Equitable Society has appointed Dr. 
Morton Magiday associate medical di- 
rector. 

Dr. Magiday now has charge of 
medical selection in the northeastern 
and New York metropolitan depart- 
ments. He joined the company as an 
examiner in 1954 and was promoted to 
assistant medical director the same 
year. 

He is a son of the late Leo Magiday, 
who was with the company for 30 
years in New York City. 


N. Y. Life Gets info 
Non-Can with Three 
Types of A&S Plans 


NEW YORK—A new and completely 
revised program of A&S policies with 
guaranteed renewable provisions jg 
now being issued by New York Life 





Consisting of three different types of 
policies—monthly-income, hospital ex.) 


pense, and major medical expense—the . 


program permits New York Life to of. 
fer more substantial benefits for dis.” 
abilities resulting from sicknesses anj 
injuries. 

Once the hospital and major medica] 
policies have been in effect, the com.) 
pany guarantees to individual policy.) 
holders the right to renew until the? 
termination of coverage at age 65, de. 
spite any change in the health status 
of the insured. However, under each’ 
of these two types of policies the com. 
pany has the right to revise premium 
rates if changing medical or hospital 
costs make it necessary. 

An outstanding feature of the guar. 
anteed renewable hospital expense pol- 
icy is the $25 deductible amount which 
serves to eliminate many small claims 
and the expenses of handling them. As 
a result, the company is able to offer 
more substantial hospital benefits for 
the more serious illnesses and _ acci- 
dents. 

The monthly-income type _ policies 
are also guaranteed renewable until, 
generally, 65. In addition they have 
non-cancellable provisions which do 
not permit any change in the premiun | 
rate. These policies offer accident bene- 
fits or A&S benefits combined. 

The program was explained to some 
400 of the company’s top agents ina 
two-day educational session here. It is 
also being announced to the rest of 
the company’s agents at their branch 
offices. 

The streamlining of the company’s 
A&S insurance program parallels a 
similar revision of New York Life’s in- 
dividual life insurance policies two 
years ago. 


N. E. Life Ordinary 


Sales Increase 28% 

New England Mutual Life ordinary 
sales in 1955 totaled a record $535 mil- | 
lion, up 28%, and, with $55 million in 
group term life sales, combined to” 
make it the fifth consecutive biggest | 
year in history. 

Group term life in force increase | 
by 61% to $150 million, while annuity 7 
premium income was up 244%. These — 
figures do not include group A&sS, a 
field the company entered in July. 











Baby Boom Balloons 
to New Record in ‘55 


Metropolitan Life reports a record 
high 4,100,000 births in the U. S. for 
1955. This figure compares with 4,073,- © 
000 for 1954 and 3,965,000 for 1953. 
Since World War II. births have aver- | 
aged 3,800,000 a year. 

Infant mortality declined to a new 
low rate of 26.4 per 1,000 live births, 
30% lower than last year, the report 
added. 





Cohen Leaves Social Security Post 
Wilbur J. Cohen has resigned as di- 
rector of research and statistics of the 





social security administration in De-_ 
partment of Health, Education and 
Welfare. He will become professor of 
public welfare administration at Uni- 
versity of Michigan. 
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N.W. National First 
with 1955 Report: 
Sales Gain 30% 


New ordinary life business totaling 
$126,571,000 in 1955, a 30% increase 
over 1954, highlights the annual report 
of Northwestern National Life, for 
more than 25 years the earliest issued 
by a major life company. 

Assets amounted to $283,515,970, up 
$18,750,000, and insurance in force of 
$1,543,129,000 was a gain of $171 mil- 
lion. 

The rate of interest earnings, after 
all investment expenses but before 
federal income tax, was 3.33% as 
against 3.21% in 1954. The largest 
portion of new investments went into 
first mortgage loans on real estate; 
such holdings increased $18,770,000 to 
total $112,046,000 and represent 39% 
of assets. 

The death rate among policyholders 
declined to 4.7 per thousand compared 
with 5.3. This is within a fraction of 
the all-time low rate of 4.6 scored in 
1949. Benefit payments totaled $18,- 
008,000 of which $11,438,000 went to 
living policyholders. 

Noting that every indication is for 
a continuation of high productivity and 
a high standard of living for Ameri- 
cans in 1956, President George W. 
Wells said for this reason sales of life 
insurance may be expected to remain 
high. 

Besides presenting figures for 1955 
operations, the handsomely illustrated 
report through series of pictures shows 
the multitudinous uses of insurance in 
financial planning as well as the vari- 
ety of investment markets that is em- 
ployed. There are other features that 
make the report appealing to the non- 
life insurance readers. 





Wilmot New Agency Head 


for All American Casualty 


George R. Wilmot has joined All 
American Casualty of Chicago as 
agency director of 
the company’s new 
life division. The 
company expects 
to be operating in 
the life field soon. 

Most _ recently 
Mr. Wilmot was 
regional manager 
in southern Georg- 
ia for Coastal 
States Life. Before 
that he served as 
associate manager 
of West Coast Life 
at San Francisco, 
where he was in 
charge of developing the home office 
agency in the city and county of San 
Francisco. Before that he served as 
general agent at San Francisco for 
Bankers Life of Nebraska, was with 
Guarantee Mutual Life at Augusta, 
Ga., and at the home office agency in 
Omaha, being appointed general agent 
at Wichita in 1942. A graduate of the 
LIAMA agency management school, 
Mr. Wilmot in 1947 was vice-president 
of Kansas Life Underwriters Assn. 


George R. Wilmot 





Mutual Trust Life Names 


Reynolds General Agent 


Mutual Trust Life has appointed 
Howard W. Reynolds general agent 
In Chicago. 

_Mr. Reynolds joined Columbian Na- 
tional Life in 1946 as representative of 
midwest group sales and service. Prior 
to his appointment as general agent 
for Mutual Trust, Mr. Reynolds was 
an associate and brokerage manager 
of the Freeman J. Wood agency of 


Lincoln National Life. 

With Mr. Reynolds in the new Chi- 
cago agency will be N. Clinton Lyman. 
Mr. Lyman has been for five years 
with the Bud Johnson agency. 





Committee OKs Pension Trust Bill 

WASHINGTON—The Senate-finance 
committee has favorably reported 
without amendments a bill relating to 
carryover of unused pension trust de- 
ductions in certain cases. Involved is 
a proposal that where a corporation is 
liquidated, its successor may deduct 
excess contributions. 


Mutual Benefit Sales 
Rise 20%: New High 


Mutual Benefit Life sales in 1955 to- 
taled $357,518,685, increase 20%, to 
break all records in history. 

Average size policy rose to $9,682, 
up $1,387. Sixty-one of the 74 agencies 
recorded increases in 1955 and 36 had 
the best year in history. 

William T. Earls agency in Cincin- 
nati led the company with $18,795,476 


in sales, increase $3.7 million. The 
agency has been sales leader since 1951. 

Other top agencies were Edward L. 
Rosenbaum, New York City, $13,487 
083; Raleigh R. Stotz, Grand Rapids, 
Mich., $13,114,908; Arthur V. Young- 
man, New York City, $13,064.225; and 
C. Carroll Otto, Detroit, $12,918,059. 





Aaron R. Davison, has been appoint- 
ed manager of the personal accoun: de- 
partment of A. Yarchin & Co., Bosten. 
He continues to serve his personal cli- 
ents as well. 











Real “‘shirtsleeve planning” 
has gone into Northwestern Mutual’s 


Members of Northwestern Mutual agents’ 
associations and home office personnel at work 
on the new settlement option provisions. 


The pioneer spirit is strong at North- 
western Mutual. Just recently this com- 
pany’s continuous search for better ways 
to serve its policyholders has yielded a 
settlement option program more attrac- 
tive than any ever known before in life 
insurance contracts. 


The result of long research, painstaking 
analysis and creative imagination, this 
unique program reflects an entirely new con- 
cept of service. It provides far, far greater 
flexibility. 

Beneficiaries are now granted a choice of 
action almost equal to that of the insured in 
deciding upon a settlement option, so that 
the manner of disbursement need not be 
selected at the time the policy is purchased. 
This is not only an attractive advantage to 
policyholders and beneficiaries; it is also a 


New, liberal settlement options! 





boon to Northwestern Mutual agents, for 
their sales are made simpler and faster with 
no requirement for immediate decision on 
endorsement. 

The program also provides for a full year’s 
time for the beneficiary to determine what 
form of settlement best meets her needs. In 
the meanwhile, interest accrues automati- 
cally from date of death without need for 
special action. Moreover, the payee may 
transfer at any time from the interest option 
to a disbursing option. Here is service that 
brings added value to Northwestern Mutual 
policies—a value that gives Northwestern 
Mutual agents a definite “edge” in selling. 

This complete settlement option program, 
developed from the policyholder’s viewpoint, 
exemplifies the vision and practical methods 
that make Northwestern Mutual out- 
standing among life insurance companies. 


Zhe Northwestern Mutual Life Insurance Company 


MILWAUKEE, WISCONSIN 
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AMERICAN FINANCE ASSN. MEET 


Potential Price-Boost Factors Seen 
Warranting Variable Annuity as Offset 


NEW YORK—Every effort ought to will actually do, said Prof. Paul. W. 





be made to keep the dollar’s purchas- 
ing power reasonably stable but for 
planning purposes a more _ pressing 
question than what the price-level pol- 


McCracken of the University of Mich- 
igan school of business in the session 
on variable annuities at the annual 
meeting of the American Finance Assn. 











here. 

Mr. McCracken said the reasons for 
expecting an upward trend in the price 
level are substantial—the probability 
of recurring military operations; the 
size of annual wage increases; the 
public pressures not for inflation but 
for programs which produce inflation 
as a side effect—and it seems clear 
therefore that the financial commun- 
ity cannot avoid asking what the im- 
plications are for it of a potentially in- 
flationary economy. 

“If there should arise general con- 
cern about the future of the price 
level, the financial community would 
have no alternative but to endeavor to 
offer assets less exposed to loss of 
purchasing power from inflation,” he 
said. “The reason is simply that there 
would be fewer takers for convention- 
al insurance policies, pensions, annui- 
ties, bonds and other financial instru- 
ments—which achieved orthodoxy 
during an era when the purchasing 
power of the dollar could be assumed 
to be relaitvely stable in the long run. 
Therefore, the price of staying in busi- 
ness would be to offer to customers the 
kinds of instruments and obligations 
which would seem to meet the needs of 
the times. 

“Moreover, financial institutions 
have not only a selfish interest in the 
matter but also a social responsibility 
for entrepreneuring new ways to as- 
sure their customers’ financial position 
in real terms. The need for an ade- 
quate provision for retirement or for 
death and disability protection will be 
no less in an inflationary era. 

“It is equally clear that currently 
orthodox ways of handling these prob- 
lems would not then be adequate if we 
could no longer depend on the value of 
the dollar. If new ways of dealing with 
these problems become _ imperative, 
financial institutions must provide the 
leadership in working them out for the 
very obvious reason that leadership 
can hardly be expected from any other 
source.” 

Mr. McCracken conceded that these 
questions are formidable, for the basic 
requirement is that promises to pay 
currently stated in dollars must be re- 
stated in terms of real purchasing 
power. This involves difficult ques- 
tions and “no good purpose is served 
by pretending they do not exist.” 

Any price level escalator would pre- 
sumably need to work both ways, Mr. 
McCracken pointed out. He wondered 
whether people would understand this 
during a short-run price decline, such 
as might well occur even in a long-run 
upward trend. Obviously a major ed- 
ucational problem would be involved, 
he said, yet how could this be under- 
taken without being guilty of a pro- 
gram to undermine further confidence 
in the value of money? 

Maintaining the purchasing power of 
a pension or insurance policy might 
roughly be accomplished by adding an 
escalator providing for adjustments 
according to changes in the consumer 
price index. But how, he asked, could 
a financial institution be sure that it 
could live with such a changing and 
uncertain liability? 

A possible compromise, 


icy ought to be is what the price-level 


in Pacific Mutual’s 


TRAINING 
Process 


guided Marvin R. 
Carter (Spokane) in 
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Mr. Mc- 


Cracken suggested, would be the in- 
vestment of funds in something like 
common stocks with the commitment 
to vary the out-payments tied to the 
behavior of assets, as in the College 
Retirement Equities fund of Teachers 
Insurance & Annuity—the original 
variable annuity insurer. 

“This involves the assumption that 
the value of these assets will fluctuate 
with the cost of living,” he said. ‘This 
looks like a reasonable assumption (at 
least so long as it does not become too 
general practice), but it is only an as- 
sumption. My own guess is that if 
price level problems become acute, 
pension programs will need to couple 
a pay-as-you-go supplement to the 
regular funded pension. And ways of 
doing this ought to be explored for 
insurance programs also.” 

Mr. McCracken said he lacked the 
technical competence to suggest how 
this should be done but he thought 
that perhaps ways might be found to 
accord to all policyholders the right to 
purchase added insurance, without 
physical examination, equivalent to an 
amount necessary to maintain the real 
purchasing power of the initial policy. 

The vexatious questions raised in 
trying to think through the problem of 
hedging against inflation lead only to 
the conclusion that the best approach 
is to see that the problem does not 
arise—that a persistent erosion of the 
dollar’s purchasing power does not 
take place, said Mr. McCracken. 

He believes the financial community 
has been too complacent about the 
possibility of an age of inflation—on 
the theory that “our liabilities are al- 
so in dollars.” Hence, the financial 
community’s first attack on the prob- 
lem of inflation should be at the 
source, through vigorous support of 
strong public policies to preserve a 
reasonable stable dollar. 

“Measures to make the existence of 
price inflation more palatable, essen- 
tial as they may be, are not the basic, 
answer for the financial community,” 
he declared. 

As reported in the Dec. 30 issue, 
Chairman M. Albert Linton of Provi- 
dent Mutual made an analysis of the 
variable annuity, concluding that, on 
balance, there was more to be said 
against it than for it. 


Even more outspoken in his criticism 
was H. E. Luedicke, editor of the New 
York Journal of Commerce, who made 
the rather arresting statement that 
“any insurance company that goes in- 
to what actually is the mutual fund 
business...may quickly find out that 
it is destroying the very foundation of 
its own business. It may not become 
aware of this right away but will in 
effect advertise the fact that it no 
longer believes in its own product.” 

Mr. Luedicke expanded on the point, 
which has also been made by other 
critics of the variable annuity idea, 
that this effort to cope with the obvi- 
cus fact that there are going to be 
changes in the dollar’s purchasing 
power would hamper the life compa- 
nies and other financial institutions 
in their fight against inflation. Moder- 
ator for the variable annuity session 
was George T. Conklin Jr., financial 
vice-president of Guardian Life. 





Names Two in Indiana 


American United Life has appointed 
Clell W. Douglass manager at Muncie, 
Ind., and Stanley Waldren general 
agent at Richmond, Ind. 

Mr. Douglass has 4% years of life 
insurance experience. Mr. Waldren 
formerly was with Prudential. He is 
president of Richmond Life Under- 
writers Assn. 


Insurance Section of 
N. Y. Bar Assn. Will 
Hold Annual Jan. 26 


The insurance law section of New 
York State Bar Assn. will hold its an- 
nual meeting Jan. 26 at the Biltmore 
hotel in New York City. A discussion 
of legal aspects of the new uninsured 
motorists coverage by Emmanuel F. 
Morganbesser of Cosmopolitan Mutual 
will open the program. 

A panel discussion on _ impartial 
medical testimony will follow with 
Delmar Karlen, professor of law at 
New York university law 
moderating. Speakers will be Bernard 
Botein, justice of the New York ap- 
pellate court, who will discuss the ju- 
dicial viewpoint, Emile Z. Berman, 
New York City attorney, the trial 
lawyer’s viewpoint, and Dr. Irving S. 
Wright, the physician’s viewpoint. 

Angela R. Parisi, chairman of New 
York Workmen’s Compensation Board, 
and Superintendent Holz of New York 
will be the luncheon speakers. A re- 
ception will precede the luncheon. 

The annual business meeting will be 
held in the afternoon. 





Paul Revere Cites Boyer Agency 

Martin T. Boyer agency of Paul 
Revere Life and Massachusetts Protec- 
tive at Columbus, O., has won the out- 
standing agency achievement trophy 
for 1955 for having the best overall 
performance. 

Agencies awarded 1955 certificates 
of achievement were Charles A. Davis, 
Louisville; Arthur J. Davis, Harrisburg; 
Alvin T. Edgerton, Meridian; I. N. 
Hudson, Raleigh; Glen C. King, Bill- 
ings; Lee F. McCahren, Sioux Falls; 
James D. Stanley, Albuquerque; Ed- 
ward C. Thompson, Sioux City; and 
Stewart M. Walthour, Youngstown. 
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N. Y. May Adopt 
NAIC A&S Code; 
Hearing Jan. 25 


New York department has proposed 
adoption of the A&S advertising code 
of National Assn. of Insurance Com- 
missioners, with a preamble added by 
New York. The proposal will be dis- 
cussed at a hearing Jan. 25 in New 
York City. 

The preamble emphasizes that the 
code is not designed to change the es- 
sential purpose of A&S advertising or 
to limit the ways and means by which 
such advertising may properly seek to 
serve its purpose, but it is intended to 
prevent advertising which tends to 
mislead or deceive. 

It explains that the state recognizes 
that advertising is an essential part in 
promoting broader distribution of A&S 
insurance and that different means of 
advertising are used for different types 
of coverage. It also states that if an 
advertisement clearly and prominently 
indicates that disclosure of exceptions, 
reductions, limitations, etc., are avail- 
able, then that ad is not improper, per 
se. The test in every case, the preamble 
states, is whether the advertisement 
does, or does not tend or have the 
capacity to mislead or deceive. 

In interpreting the meaning of the 
advertising rules when applied to a 
specific advertisement, the insurance 
department will take into consider- 
ation the content, detail, character, 
purpose and use of the advertisement, 
and, specifically, whether the adver- 
tisement is the direct or principal sales 
inducement, or whether its function is 
to invite inquiry for details of the in- 
surance advertised, either by follow-up 
literature or by personal interview. 

If the rules are adopted, according to 
the preamble, they will not have any 
bearing on the propriety of any adver- 
tising previously done by any insurer 
within the jurisdiction of the depart- 
ment. 


F. J. Thomas at Oakland 


for Bankers Life, lowa 


Frank J. Thomas 
has joined Bankers 
Life of Iowa as 
manager at Oak- 
land, succeeding T. 
W. Gilbert who re- 
signed to return to 
personal produc- 
tion in the agency. 
Mr. Thomas has 
been with Penn 
Mutual Life in the 
bay area since 
1946 serving in 
Oakland, S aon 
Francisco and San 
Leandro areas. 








F. J. Thomas 





Joins Dascit Agency 

Seymour Schulman, who has been 
assistant manager of Home Life, has 
been appointed agency assistant by 
Emanuel Dash, president of Dascit 
general agency of U. S. Life. He is a 
Specialist in estate planning. 





Western National in New Home 

Western National Life of Amarillo, 
Tex. has moved into its new $500,000 
home office building at the corner of 
Kent and Taylor streets. Founded in 
1944, the company has insurance in 
force of $72,420,000. 


Seaboard Life Chartered in Fla. 
Florida has issued a charter to Sea- 
board Life Insurance Co., which has its 
home office at 1790 Coral way, Miami. 
Authorized capitalization is $1 mil- 
lion. Half its $4,300,000 working capi- 
tal at the outset is deposited in re- 


serves. President is Harold H. Berney, 
former regional manager of Coastal 
States Life and district manager of 
Pennsylvania Life, who more recently 
has been district manager of Mutual 
Benefit H&A. Irving F. Kalback is 
vice-president and Edward A. Holly is 
secretary-treasurer. 


$131.7 Million in 


Mass. Mutual Drive 

The field force of Massachusetts Mu- 
tual Life submitted $131.7 million of 
new ordinary business, which was 
105.4% of the $125 million goal set for 
the 33-day annual “Quota Buster” com- 
petition sponsored by the General 
Agents Assn. It was the eighth consec- 
utive year that the quota was exceeded. 

Fifty-five agencies surpassed their 
quotas. Leading agencies were: Group 
1, Providence, 202%, Jordan agency of 
Chicago, 175%, and Newark, 167%; 
group II, Lawrence, Mass., 196%, 
Charleston, 177%, and Richmond, 
170%; group III, Brooklyn, 180% Dal- 
las 141%, and Omaha, 139%, group IV, 
Braunig agency of Philadelphia, 308%, 
San Diego, 222%, and Worcester, 
160%. Los Angeles agency submitted 
a record of $9.5 million. 

George P. Mahler, Newark, Donald 
Comfort, Los Angeles, Henry W. Hays, 
Rochester, A. H. LaMotte, Baltimore, 
and Lawrence E. Thurmond, St. 
Louis, wrote more than $1 million each. 








J. L. Loarie Retires; with 
Washington Nat'l 46 years 


John L. Loarie, vice-president of 
Washington National, has retired after 
46 years in insurance. He was feted at 
a special board of directors luncheon 
when the honorary title of vice-presi- 
dent emeritus was conferred upon him. 

Starting in insurance with Metropol- 
itan Life in Chicago as a field man, 
Mr. Loarie joined United States Na- 
tional Life & Casualty at Chicago in 
1919. When this company was taken 
over by Washington National in 1926 
he continued in his capacity in the 
industrial department. He has been 
manager of the industrial agency home 
office, assistant secretary, assistant 
vice-president, second vice-president 
in charge of the western division, a 
member of the board and vice-presi- 
dent in charge of the industrial depart- 
ment. 





“ontinental American Names 
Blandford in Salisbury, Md. 

Continental American Life has ap- 
pointed S. Sprigg Blandford general 
agent in Salisbury, Md. Victor O. Davis 
will continue as manager. They will 
occupy the present offices in the Ver- 
non Powell building. 

Mr. Blandford, in the business 16 
years, has been district sales manager 
of Nationwide in the central eastern 
shore counties in Maryland. 





Begin Examination of N. Y. Life 
New York insurance department has 
begun its regular triennial examin- 
ation of New York Life. Harry J. 
Byrnes, examiner-in-charge, sealed the 
32-ton door to the company’s vault in 
the presence of insurance department 
officials, examiners and company ex- 
ecutives. The department controls the 
vault during the four days needed to 
count $334 billion in securities, which 
is 60% of the $6.1 billion of total assets. 





Elect Moreland at Grand Rapids 

Grand Rapids (Mich.) Life Manag- 
ers Assn. has elected Elwood E. More- 
land, John Hancock, president to suc- 
ceed Harry C. Geske, Confederation 
Life. 

Ernest R. Tonkle, Ohio National 
Life, is vice-president and Gilbert 
Hansen, Western & Southern Life, sec- 
retary. 


Mutual Benefit Life 
Gives Employes Choice 
of Working to Age 68 


NEWARK—Mutual Benefit Life, 
which has had a compulsory retirement 
age of 65, has decided that employes 
can work till age 68 if they want to 
and “it is evident to the company that 
the best interests of the employe and 
company will be served by such a 
continuation.” 


The action was taken after careful 


study that resulted in the conclusion 
that American business and industry 
are tending to discard age 65 as a hard 
and fast retirement age. One purpose 
was to give more effective recognition 
to the company’s “human assets.” 


IASA to Meet May 21-23 


Insurance Accounting & Statistical 
Assn. will hold its 1956 annual con- 
ference May 21-23 at Hotel New 
Yorker in New York City. The meet- 
ing will consist largely of panel ses- 
sions with strong emphasis on elec- 
tronics. 
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Every company has its aces...its crackerjacks... 
its star producers. And similarly, every company has its 
agents... the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
We have our share of both... bless ‘em... because both 
are important to the steady growth of a company. 

Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
say we have succeeded. Over the past few years, the 
Capitol Life has developed a field force made up of 
consistent, high quality producers... aces and agents 
alike. To do this, we have had to set high standards for 
new men as well as the present field force. If you can 
meet these company standards, we can help assure your 
success in the business. Because, when you join the 
Capitol Life, you will enjoy better than average first 
year commissions, liberal bonuses, effective sales train- 
ing, and an attractive company pension plan. You will 
also enjoy the use of proven sales aids in selling com- 
petitive and exclusive contracts. This combined with an 
intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 


Capitol Life 


—_——- 


WRITE: Thomas F. Daly II, Vice President and Director of Agencies. 


DENVER, COLORADO 
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Policies Payable to Charity Reduce Estate 
Taxes by Premium and Marital Deduction 


Methods of saving on estate taxes 
through life insurance were described 
by James Harte Levenson, counsel of 
Robinson Brothers, estate planning 
consultants of New York City, to 150 
agents and brokers at a conference on 
tax planning and sales development 
sponsored by U. S. Life. 

One method is for insured to take 
policies on his own life and make them 
irrevocably payable to a charity, Mr. 
Levenson said in his talk on “Problems 
of Estate Clearance.” The annual pre- 
mium constitutes a charitable deduc- 
tion because the internal revenue code 
permits the 20% charitable deduction 
not only where the payment is made to 
the charity, but also where it is “for 
use of” the charity. Such a policy thus 
can be carried at relatively low cost 
to insured. 

By retaining an incident of owner- 
ship, provided in any event the pro- 
ceeds are payable to a charity, under 
Sec. 2042(2) of the code the policy will 
be included in decedent’s gross estate. 
Since the maximum marital deduction 
is 50% of the adjusted gross estate, the 
maximum marital deduction is in- 
creased by 50% of the policy pro- 
ceeds. Although the policy proceeds 
will be includible in the gross estate, 
they will escape taxes because the 
policy will constitute a charitable de- 
duction from the gross estate under 
Sec. 2055 of the code. 

The effect is that the insured is able 
to carry a policy for a charitable pur- 
pose at a relatively low cost during his 
lifetime and, upon his death, the mari- 
tal deduction will be increased by a 
sum equal to half of the proceeds of the 


policy. The policy, nevertheless, will 
constitute a charitable deduction. This 
increase in marital deduction reduces 
estate taxes and conserves cash for the 
family. 

Another method is for insured to 
create an irrevocable trust during his 
lifetime and assign the policies to the 
trust, retaining no incident of owner- 
ship, no right to revoke, no life estate, 
no reversionary interest, and none of 
the other rights which cause a trust to 
be included in decedent’s estate. The 
proceeds thus will escape estate taxes 
at the time of death. Up to this point, 
the trust is essentially a conventional 
living trust for the benefit of the fam- 
ily. 

However, the important factor is to 
have a provision in the trust agreement 
authorizing the trustees to purchase 
from decedent’s executors any assets at 
the fair market price, Mr. Levenson 
said. In effect, upon his death the fam- 
ily assets are in two pockets: the living 
trust which is not taxable in his estate; 
and the general testamentary estate 
which is taxable. The frozen assets are 
then transferred from the taxable es- 
tate to the extent necessary to create 
the needed cash fund which winds up 
in the hands of the executors. 

Thus the family assets are preserved 
from forced sale. It makes no differ- 
ence to the family whether the cash 
and marketable assets or the frozen 
family business is in the hands of the 
testamentary trustees or the trustees 
of the inter vivos trust because, in most 
cases, the same trustees are used for 
both trusts. Since most states permit 
accumulation of income during the life 
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of adults, there is no problem. In New 
York, which normally bars accumula- 
tion of income, the personal property 
law expressly allows carrying of life 
insurance with payment of the pre- 
mium out of income. If the trust is un- 
funded, each premium payment consti- 
tutes a gift. If insured funds the trust, 
the income is taxable to him. If another 
person funds the trust, not only will 
the proceeds escape estate taxes, but 
the income used to pay premiums will 
be taxed to the trust as a separate tax- 
payer, presumably in the lower brack- 
ets. This is because Sec. 67 of the inter- 
nal revenue code taxes the income to 
insured only to the extent that he crea- 
ted the trust. 


Bank Borrowing 
to Buy Insurance 
Has Its Hitches 


The practice of getting a bank loan 
to buy life insurance is a plan with so 
many facets that “it seems like a wet 
watermellon seed—you can’t easily pin 
it down,” Dan Kaufman, Chicago area 
general agent for Northwestern Mutual 
Life, told a meeting of Chicago Life 
Agency Supervisors Assn. 

Mr. Kaufman didn’t discredit com- 
pletely the plan but did express con- 
siderable disfavor toward it. He called 
it at times during his talk a sales gim- 
mick and a fad. 

He explained that the bank loan 
plan is predicated on the proposition 
that deductible interest on a bank loan 
for the man in the high tax bracket 
is better than paying taxable premi- 
ums. But don’t ever think, Mr. Kauf- 
man warned, that the buyer of a poli- 
cy by the bank loan plan doesn’t pay 
for it. Life insurance protection costs 
money no matter how you buy it. 

He conceded that the insurer is not 
any worse off for the sale of a bank 
loan policy because it has a new piece 
of business. The agency benefits cur- 
rently, he said; the agent is better off 
immediately, and the bank has made a 
loan with good interest. Even the U.S. 
government doesn’t come out in the 
short end despite the fact that interest 
payable to the bank is tax deductible. 
“The bank has to pay tax on the inter- 
est, so what’s the difference?” Mr. 
Kaufman asked. This leaves only the 
policyholder, and the speaker implied 
that he’s the one that pays for a policy 
that sometimes under the bank loan 
plan becomes a burden and a mill- 
stone. 

Mr. Kaufman’s specific objections to 
the bank loan type policy were chiefly 
these three: What if the deductible in- 
terest rate to the bank changes un- 
favorably or should be made taxable? 
What if the high tax bracket man falls 
into a lower tax bracket? What about 
the health of the policyholder and will 
he be readily insurable under an orth- 
odox policy if the bank loan policy be- 
comes a burden and he wants to get 
out from under it? 

For these reasons, Mr. Kaufman sug- 
gested that the bank loan plan should 
not be considered for a prospect unless 
in a very high surtax bracket, at least 
50 to 56%. He expressed concern that 
some young insurance men use the 





ales Ideas That Work 


bank loan plan as a sales gimmick. 

Mr. Kaufman said he believes the 
real root of the evil of the bank loan 
plan is the pocketbook of the salesman, 

In concluding his talk, Mr. Kaufman 
asserted his belief that the solid back- 
bone of the life industry is basically 
opposed to the bank loan plan. He also 
asked that the practice be held from 
spreading as much as is humanly pos- 
sible. 

Mr. Kaufman’s talk was received en- 
thusiastically by more than 50 life 
men, about twice the number that 
normally attend agency supervisors 
luncheons in Chicago. Extra places had 
to be set at the table to accommodate 
the exceptional turnout that came to 
hear Mr. Kaufman’s searching apprais- 
al of a confusing practice that has had 
sort of a subtle stigma attached to it 
since its beginning in the 1930s. 


Study Bolsters 
Morale as Well 
as Knowledge 


Good health and a positive mental 
attitude are essential to doing a suc- 
cessful job as agent, Oscar B. Olsen, 
New York City, said at the eastern 
regional meeting of Northwestern Mu- 
tual Life in New York. 
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Agents should make a habit of stu- 
dying life insurance papers every week — 


because the periodicals are a source of 


stimulating ideas, he said. There also © 
is a need to study trusts, wills and © 
taxes because courses covering these © 


subjects build a positive mental atti- 
tude. 


Mr. Olsen began selling juvenile 


plans, moved to mortgages, then cor- | 


porations and finally returned to in- 


fants. He found it true that half of the © 


business comes from old policyholders. 


But he seeks new clients to guarantee © 


future renewals. 


In calling for an appointment, said — 


Mr. Olsen, he asks for a definite time 
and place of appointment. He makes 
it clear that he will talk about life in- 


surance. He finds the telephone and , 


letters save time and energy. 


Mr. Olsen makes it a practice to talk © 


to one new prospect every day. 

When interviewing, 
discussion, questions and 
statements from the prospect to elicit 
the person’s ideas but he makes sure 
to stay in command of the discussion. 

The agent’s “merchandise” consists 
of a proposal, made after the facts are 


he encourages ~ 
repeated ~ 


learned. Mr. Olsen puts three prices © 


on any proposal and gives cost analyses. 
He always sends a letter of thanks to 


clients. When the policy is issued, he © 


reviews it with the client. He promises, 
when leaving, to return in a year or 
two to review the client’s program. 

Mr. Olsen believes in working as long 
as necessary to secure one application 
a week. He recommends employment 
of a secretary who will free the agent 
from routine details and allow him to 
spend more time in the field attending 
to appointments and servicing policy- 
holders. 








Pru Purchasing Agent Retires 
J. Raymond Boyle, purchasing agent 


for Prudential since 1933, has retired. | 


he has been with the company 47 
years. 
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Pontius, Keesey New Senior V-Ps of Fidelity Mutual 


Fidelity Mutual Life has appointed Calvin L. Pontius senior vice-president- 
insurance, W. C. Keesey senior vice-president-investments, E. L. Carlson vice- 
president-mortgages, L. 
J. Doolin vice-president 
-agency, and A. W. 
Platt vice-president-se- 
curities. 

The company also ap- 
pointed H. L. Hood 
2nd vice - president - se- 
curities, G. A. Stearns 
2nd vice-president-man- 
ager of agencies, A. G. 
Tuthill associate mana- 
ger of agencies, Dr. E. 
Q. St. John associate 
medical director, R. W. 
Ervin Jr. and T. W. 

C. L. Pontius W. C. Keesey Gordon financial secre- 
taries. 

Mr. Pontius, vice- 
president-insurance since 1951, joined the company in 1935. He became vice- 
president and manager of agencies in 1946 and has been on the board since 
1949. 

Mr. Keesey entered the law department in 1929 and was transferred to the 
mortgage loan department in 1931. He was elected vice-president-investments 
in 1951. 

Mr. Carlson joined the company in 1929 and was named 2nd vice-president- 
mortgages in 1949. 








L. J. Doolin A. W. Platt E. L. Carlson 


Mr. Doolin entered the agency department in 1939. He became associate 
manager of agencies in 1947. 

Mr. Platt joined the actuarial department in 1926. He became 2nd vice-presi- 
dent-securities in 1949. 

Mr. Hood entered the accounting department in 1930 and was named finan- 
cial secretary in 1951. 

Mr. Stearns joined the agency department in 1943, advancing to assistant 
manager of agencies in 1945 and associate manager of agencies in 1951. 





H. L. Hood G. A. Stearns A. G. Tuthill 


Mr. Tuthill joined the agency department in 1922 and was named assistant 
manager of agencies in 1930. 

Dr. St. John has been in the medical department since 1923. 

Mr. Ervin started as a securities analyst in 1949 and was named assistant 
financial secretary in 1951. 

Mr. Gordon joined the company in 1929 and entered the investment depart- 
ment in 1937. He became securities analyst in 1946 and assistant financial 
secretary in 1951. 


G. C. Denny Promoted J. B. Gilliland Promoted 


Berkshire Life has appointed George Life of Georgia has promoted Jason 
C. Denny manager of the application B. Gilliland from assistant to the gen- 
and policy division in the new busi- eral counsel to associate general coun- 
ness department. He joined Berkshire sel. He joined the legal department in 
in 1952 as an underwriter, having pre- 1949 after serving as legal assistant to 
viously been an underwriter for Union Associate Justice Candler of the su- 
Mutual Life. He is an associate of the preme court. 
Life Office Management Assn. 











; . Home Office Agents Hear Nutt 
Kline to Hancock in Buffalo Hal Nutt, director of life insurance 

Allen S. Kline, who recently retired marketing institute at Purdue univer- 
as field services manager of John Han- sity, addressed the Indiana Home of- 
cock, has joined the Buffalo agency. fice Underwriters Assn. on the subject 

Mr. Kline entered the business as of the relationship between underwrit- 
office manager and supervisor at Syra- ing and marketing principles in in- 
Cuse and went to the general agency surance. R. S. Worden was program 
department a year later. chairman. 
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The “PREFERRED” Plan- 
Low Cost, High Value 


One third of sales in last 3 months on this 
policy - average size sale . . . over $14,000. 





@ JUMPING JUVENILE W. L.—5 for 1 at 21. 
And all premiums back at 65 plus a profit . . . 
if you want. 


Another ANICO © SPECIAL MORTGAGE — Death or Disability 
SALES LEADER cover. Something new in this big field. 
among 30 others 
h @ INCOME ENDOWMENTS — that challenge com- 
SUCR GS ...- parison in cost and income. 


© Complete Sub-standard consideration. Sank 
Draft. Franchise. A. & H. 











Leadership in Merchandise is part of the answer co ANICO 
tripling its size in ten years. Such rapid growth develops 
room for more to share in future growth .. . 


REPRESENTATIVES @ BROKERS e@ SPECIAL BROKERS 
Openings everywhere in territory 


Inquiries about these or other openings for those 
with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


“ges AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON. TEXAS 





OVER 3% BILLIONS OF INSURANCE IN FORCE 











Our Prvad Distinction i 


The AID ASSOCIATION FOR LUTHERANS has the proud distinc- 
tion of being America’s largest fraternal life insurance society. 
After 53 years of operation, we have $950 million insurance in 
force. And we are growing rapidly. 


This record is especially remarkable since the A.A.L. insures 
only members of a particular segment of the Lutheran Church. 
Almost half a million member-owners have legal reserve life insur- 
ance with the A.A.L. This year our average new contract is over 
$3,500. 


The Aid Association for Lutherans was founded in Appleton, 
Wisconsin, in 1902. Since then we have paid $90 million in benefits, 
two-thirds of it to living members in the form of surplus refunds, 
disability benefits, matured and surrendered certificates. 
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Retirement at 65 Suffers Another Blow 


Mutual Benefit Life has discarded 
its former age 65 compulsory retire- 
ment age, which is perhaps not too 
astonishing in view of what seems to be 
a trend in that direction. What makes it 
more significant than it otherwise 
would be is the research that Mutual 
Benefit put into the decision and the 
full disclosure that the company gave 
its reasons for deciding that employes 
who want to should be permitted to 
stay on till age 68 if such postponement 
were in the best interests of the com- 
pany and the employe. 

In announcing its decision, Mutual 
Benefit pointed out that American 
business and industry are tending to 
discard age 65 as a hard and fast re- 
tirement point and noted that “there is 
a noticeable trend toward postponing 
the age for retirement. 

“For several years social workers, 
economists, psychologists, the medical 
profession, business and trade union 
leaders and government specialists 
have argued the point of age 65 retire- 
ment.” the company’s announcement 
comments. “In 1950, the respected 
Harvard economist, Sumner Slichter, 
declared that the annual loss in in- 
dustry from ‘premature retirement’ 
was probably over $5 billion. This dec- 
laration caused many large corpor- 
ations to reevaluate their retirement 
situation. Labor unions, too, have been 
deeply concerned with the problem, as 
their great drives for industry-spon- 
sored pension plans in 1948 and 1949 
gained momentum. For the most part, 
labor has taken a consistent position 
against compulsory retirement at a 
fixed age which might be premature.” 

The company statement noted that 
not only are people living longer but 
with the older ages have also come 
improved health, vitality, and acumen. 

In explaining the Mutual Benefit 
board’s action, Chairman W. Paul Still- 
man said that the company has made 
extensive studies on the subject of re- 
tirement. It was clearly evident, he 
said, that age 65 is an arbitrary age 
for retirement and to apply it inflexi- 
bly is unrealistic in the light of present 
day developments. Among these he 
cited the increased longevity of men 
and women and the willingness of 
many workers to continue working 
after age 65. 

“A business is composed of many 
kind; assets.” Mr. Stillman ex- 
plained. “Among the most valuable 
are the human assets, which are the 


of 


loyalties of the people who comprise a 
business. We found, as a result of our 
studies, that these human assets were 
sometimes wasted by forced retirement 
at an age chosen many years ago in an 
era of business depression as a theoret- 
ical point of retirement. The fact that 
in many cases this magic figure of 65 
was chosen largely because it is the 
criterion of eligibility for social secur- 
ity benefits points up a basic weakness. 

“Age 65 is cu‘moded as an inflexi- 
ble retirement age. Our research in 
this area showed definitely that the 
trend is toward delaying retirement, 
a trend that is supported equally by 
management and the worker, as well 
as by organized labor. 

“We are taking this step because we 
feel good management dictates an en- 
lightened use of productive manpower 
in our company. A more flexible ap- 
proach to the problem of retirement 
ages will be attained through the ac- 
tion taken by the board.” 

The trend noted by Mr. Stillman 
should be all to the good for the life 
insurance business. Pension benefits 
are not cheap to buy for any retire- 
ment point short of death’s door. If 
retirement generally is postponed be- 
yond age 65, more benefits can be had 
for the same cost and many firms that 
have been reluctant to add pension 
benefits to their costs may be induced 
to do so. Also, as longevity increases, 
an older retirement age will help to 
hold in line the corresponding increase 
in pension costs that this longer span of 
life would bring about if age 65 were 
adhered to as the generally accepted 
age for retirement. 


PERSONALS 


Cecil J. North, vice-president of 
Metropolitan Life, has again been 
named chairman of the life insurance 
division of New York City cancer com- 
mittee. The New York city goal is 
$1,517,360 of a total of $26 million set 
by American Cancer Society. 











Paul A. Norton, vice-president of 
New York Life, and J. McCall Hughes, 
vice-president of Mutual of New York, 
chairman and co-chairman, respective- 
ly, of the insurance division of the 
1956 Boy Scout fund drive in New 
York City, attended a breakfast to 
mark the start of the campaign. Also 
on hand were Lee M. Gammill, gen- 


man of the life company executives 
committee, and Harry G. Gutmann, 
Mutual of New York, chairman of the 
life company agencies committee. 


Seth C. Macon, superintendent of 
agencies of Jefferson Standard Life, 
discussed “Why People Own Life In- 
surance” before an insurance class at 
the University of North Carolina at 
Chapel Hill. 


Frazar B. Wilde, president of Con- 
necticut General Life, is chairman of 
the research and policy committee of 
the committee for economic develop- 
ment which has made public its rec- 
ommendations for solving highway 
problems. 


Helen Rupp, Prudential, St. Paul, a 
member of the executive board of 
Women’s Quarter Million Dollar Round 
Table, is in Mounds Park hospital in 
St. Paul. 


Morton Jett, staff manager of Pru- 
dential at Paducah, Ky., has been ap- 
pointed distilled spirits administrator 
to the Kentucky alcoholic beverage 
control board by Gov. Chandler. 


DEATHS 


GEORGE W. WILKINSON, 77, or- 
ganizer and a former president of Wis- 
consin Standard Life of Monroe, which 
was reinsured by Wisconsin Life of 
Madison in 1931, died in a hospital in 
St. Petersburg, Fla. Mr. Wilkinson had 
operated a general insurance agency at 
Frankfort, Ky., from 1931 until his re- 
tirement a couple of years ago when he 
moved to Florida. 


GEORGE W. AYARS, 75, Los Angel- 
es life agent who was known nation- 
ally, died at his home in South Pasa- 
dena after a lingering illness. He served 
a term as vice-president of National 
Assn. of Life Underwriters and was 
a past president of the Los Angeles 
association. 

Mr. Ayars was with Phoenix Mutual 
Life for many years. In 1928 he was 
elected 2nd vice-president of NALU 
and served as membership chairman. 
The following year he was elected 
lst vice-president. 


STANLEY E. ABERCROMBIE, 50, 
district manager of Metropolitan Life 
at Salisbury, N.C., and president of 
North Carolina Managers Assn., died. 


T. (JACK) CASE, 62, with Pru- 
dential for 40 years, died in Mt. Sinai 
hospital, Cleveland. He had been a su- 
perintendent for the company at 
Cleveland and Columbus. Recently Mr. 
Case had been living in Fort Pierce, 
Fla. 


L. WATTS NORTON, 65, veteran 
general agent of Northwestern Mutual 
Life, died at Durham, N.C. A general 
agent for more than 26 years, Mr. Nor- 
ton developed North Carolina and the 
northern portion of South Carolina 











tion agencies. He was a past president 
of Durham Life Underwriters Assn. 


BENJAMIN H. GILLESPIE, 59, ex- 
ecutive vice-president of Union Ins. 
Co. of Lincoln, Neb., died at his home 
there. He joined the company in 1920 
as a bookkeeper, later became terri- 
torial representative and then secre- 
tary. In 1954 he was elected executive 
vice-president. 


FTC Extends Time 
for AdS Trade Parley 


Federal trade commission has allot- 
ted two days instead of one for its 
trade practice conference for the A&S 
insurance business. It will be held Feb. 
8-9 in the grand ballroom of the Will- 
ard hotel in Washington, D. C. 

Among the subjects to be considereq 
are definitions of and representations 
as to types of policies, period of time 
for which the policy is in force and the 
number of persons covered, benefits 
payable and losses covered, and ter- 
mination or renewability of policies. 

Also exceptions, exclusions, and 
limitations regarding losses covered 
and benefits payable, and organization 
and business operation of insurers as 
related to the solicitation and sales of 
A&S. How to eliminate unethical trade 
practices will be considered, the FTC 
stated. 

FTC has indicated that after the 
conference, before any trade practice 
rules are finally approved by the com- 
mission, a draft of proposed rules will 
be made available to interested or af- 
fected parties for consideration. 

Meanwhile, Illinois Traveling 
Men’s Health Assn., Chicago, moved to 
dismiss the FTC complaint which 
charges it with false and misleading 
advertising. 











Ist Year Policy Death 
Claims Average 30,000 


Thirty thousand first-year policy 
death payments are being made annu- 
ally for an estimated $40 million, ex- 
clusive of group and credit life, ac- 
cording to Institute of Life Insurance. 

The institute, which has made its 
fifth survey of one month’s death ben- 
efits in the past several years, has 
found much the same pattern in all. In 
each survey, about every 50th death 
benefit made was under a policy in 
force less than a year. 

The survey showed 46.5% of all 
ordinary and industrial death claims 
were on policies 20 or more years old. 
In ordinary alone, 55.1% were under 
policies 20 or more years o!d. Fifty 
percent of the death payments were on 
policyholders age 65 or older, 32% on 
those 50 to 65 years old, 15% on those 
25 to 50, and three percent on those 
under 25. Sixty-three percent of the 
policyholders who died were male. 

Connecticut General Life has made 
a mortgage loan of $3.5 million on the 
new 13-story, 550-bed wing of Baptist 
Memorial hospital in Memphis. The 
loan is the largest ever made by the 
company in the middle south and rep- 
resents an extension of its business ac- 








brains, skills, abilities, initiative and eral counsel of New York Life, chair- into one of the company’s top produc- tivity in Tennessce. 
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Miss. Bans New 
Insurers Till Law 
Gets Standards Up 


Insurance Commissioner Davis of 
Mississippi has issued a moratorium 
on the organization of new insurers in 
that state until the legislature increases 
financial requirement for them. Mr. 
Davis expects to introduce in the cur- 
rent legislature bills which would in- 
crease the present requirement for 
A&S companies from $50,000 paid in 
capital and no surplus to $200,000 cap- 
ital and $100,000 surplus. Industrial or 
weekly premium life insurers would 
nave to have $100,000 capital and $50,- 
000 surplus instead of the present $25,- 
000 paid in capital and no surplus. 
Mutual fire and casualty companies 
would be required to put up $50,000 
in surplus. Presently all they have to 
have is 200 policyholders. 

Mr. Davis also has issued an order 
prohibiting out-of-state insurers from 
writing or using policies in Mississippi 
which have been prohibited in their 
home state. 

He said he had taken actions at the 
present time to prevent any influx of 
investors and speculators from states 
which have raised their requirements, 
including Texas. The moratorium does 
not apply to insurers which already 
have filed applications or have appli- 
cations in process. Half of the insurers 
domestic to Mississippi which have 
been organized up to now are solid 
companies with adequate capital, but 
there is reason to believe that some in- 
surance speculators are looking in the 
direction of Mississippi to take ad- 
vantage of the law requirements for 
new companies. 





American General, Houston, 
Buys Third Life Company 


American General of Houston has 
purchased Hawaiian Life through an 
exchange of the companies’ stock. 
Hawaiian Life has insurance in force 
of about $17 million. 

This is the third acquisition of a life 
company by American General in the 
past few months. In addition, the 
property insurer has a companion life 
company, American General Life. 
American General this month bought 
Union National Life of Nebraska, 
which has insurance in force of about 
$171 million, and some months ago 
purchased American Reserve Life of 
Omaha, whose merger into American 
General Life is now about completed. 

Gus Wortham, vresident of Ameri- 
can General, and B. N. Woodson, presi- 
dent of American General Life, will be 
added to the board of Hawaiian Life, 
and Mr. Woodson will give the com- 
pany executive direction. Hawaiian 
Life will be operated independently, 
with Francis W. Moore continuing as 
president. 





To Sell Stock of St. Louis 


Company to Union Members 


Union Ins. Corp. is being formed at 
St. Louis by a group of labor union 
leaders and business men. The com- 
pany originally will do a property in- 
surance business but ultimately also 
a life insurer will be incorporated or 
purchased. 

Stock registration has been made 
with the securities and exchange com- 
mission and sale of a $4 million issue 
will begin immediately. Some 797,800 
shares of common stock are being of- 
fered at $5 each through Missouri se- 
curity dealers. About two-thirds of the 
stom will be sold to individual union 
m-mbers. 

Thomas F. X. Gibbons, owner of a 
feneral insurance agency at St. Louis 
Is president and board chairman. Of- 


fices are at 408 Pine street. Three 
union officials are vice-presidents and 
directors. 

Mr. Gibbons said the new company 
will devote the majority of its efforts 
to selling individuals and will not so- 
licit or handle any union welfare bus- 
iness. It is operating neither with nor 
without union sanction or approval, 
he said. 





Manhattan Names Alper 


Manhattan Life 
has appointed 
Bertram Alper 
general agent at 
Columbus, O., with 
offices in the 
Chamber of Com- 
merce building, 30 
East Broad street. 
Mr. Alper entered 
the business with 
Prudential in 1948 
and has been with 
General American 
Life. 


oe 
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Bertram Alper 





New Great-West Life supervisors are 
Donald R. Bigger at Portland, Ore., and 
William A. Jobson Jr. at Kansas City. 
Mr. Bigger started with Great-West in 
1954 and Mr. Jobson has been with the 
company for about a year. 
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$3 Billion in Force 
for Great-West 


Total business in force of Great-West 
Life has passed the $3 billion mark. 
Helped by the largest single group sale 
in company history, 1956 new business 
has already exceeded $80 million by 
Jan. 13 bringing the in force figure to 
approximately $3,040,000,000. 

It took Great-West 54 years to 
achieve the first billion, less than six 
for the second, and only 3% for the 
third. 

Of the total in force business, insur- 
ance amounts to more than $2,550,000,- 
000 and the balance is in annuities. 
Group insurance and annuities alone 
totaled more than $1 billion. . 





New Michigan Insurance 


Laws Go to Legislature 


LANSING — The department-spon- 
sored recodification of Michigan insur- 
ance laws has been introduced in the 
legislature as house bill #1. The bill 
had been printed in advance in 510 
pages and is one of the largest meas- 
ures ever introduced in Michigan. It is 


HERE WE GO 
AGAIN ... 


We have just finished our greatest year. 


Now here we go into 1956, with our Field 
force at its all-time peak in both number and 
ability, and naturally we expect this year to be 
better than last. 


Hope yours is too. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE—~NASHVILLE, TENNESSEE 


not expected to encounter opposition, 
having had a thorough going-over by 
the industry before introduction. The 
aim of the measure is to simplify and 
systematize the insurance laws. 





Urges Early Naming of 
Local LUTC Chairmen 


Lester O. Schriver, managing dir- 
ector of National Assn. of Life Under- 
writers, has asked local presidents to 
appoint 1956 LUTC chairmen and send 
their names to LUTC headquarters as 
soon as possible so that chairmen may 
attend regional planning panels in 
March. 

The local chairmen will be contacted 
regularly to help set up machinery for 
organizing the 1956-57 LUTC classes. 
With current classes well under way, 
local associations are taking this step 
to prepare now for the coming year. 

Large national enrollments of past 
years and the resulting heavy admin- 
istrative work have made it imperative 
that local associations prepare for 
classes early in 1956. Because local 
classes fill up quickly, early prepar- 
ation is necessary so that members de- 
siring to enroll will not be left out 
when classes begin in the fall. These 
will be the 10th year anniversary 
classes. 
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Jordan Agency, Chicago, 
Has Good ‘55; Eyes ‘56 


The Jordan agency of Massachusetts 
Mutual Life at Chicago enjoyed a 
record breaking $18 million in produc- 
tion in 1955 and celebrated the occa- 
sion with a sales congress at which 
Earl Jordan, general agent, set a 1956 
pace of $20 million or more. 

Speaking besides Mr. Jordan were 
Carl Tagge, assistant general agent; A. 
Jack Nussbaum, Massachusetts Mutual 
agent at Milwaukee and vice-president 
of National Assn. of Life Underwriters; 
Arthur Faulkner, underwriting secre- 


tary from the home office; Bernhard 
Kalb Jr., Chicago group regional man- 
ager; and James R. Martin, superin- 
tendent of agencies. 

Mr. Nussbaum defined the difference 
between telling and selling. To con- 
vince a prospect “Why he should buy 
and why he should buy from me,” is 
merely telling, Mr. Nussbaum said. 
“Why he should buy today,” is the sell- 
ing. 


The Travelers companies held open 
house in their newly remodeled quart- 
ers covering the 10th floor of the First 
Wisconsin National Bank building in 
Milwaukee. 





Life 

A&H 

Group 
Franchise 
Hospitalization 


Brokerage 


Reinsurance 








REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$900,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation... 
Supervised offices . . . Trained Group 
men to assist agents... An alert 
Underwriting and home office staff... 


Top commissions. 


Home Office, Dallas 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 


for a permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 70 with full 
death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual and Family Hospitalization contracts. 


@ Complete substandard facilities. 
@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in Califorinia, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE 


INSURANCE COMPANY 


OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 








Convention Dates 





1956 

Jan, 27-28, Life Underwriters Assn. of Cana- 
da, annual, Royal York hotel, Toronto. 

Feb. 7-9, Bureau of A&H Underwriters—H&A 
Underwriters Conference, group meeting, 
Biltmore hotel, New York. 

Feb. 10, Life Underwriters Training Council, 
annual, New York City. 

Feb. 16, Life Insurance Medical Research Fund, 
annual, New York City. 

March 9-10, American Society of Chartered 
Life Underwriters, midyear, CLU  head- 
quarters building, Philadelphia. 

March 12-14, LIAMA Agency Management 
Conference, Edgewater Beach hotel, Chicago. 

March 12-23, LIAMA ordinary school, Hunt- 


ington-Sheraton hotel, Pasadena. 
March 15-16, Life Insurance Advertisers 
Assn., Eastern Round Table, Hotel St. 


Moritz, New York. 

March 19-23, National Assn. of Life Under- 
writers, Midyear, Hartford, Conn. 

March 26-27, H&A Underwriters Conference— 
Life Office Management Assn., office forum, 
Drake hotel, Chicago. 


April 6, Illinois Assn. of Life Underwriters, 
annual, Orlando hotel, Decatur. 

April 9-13, LIAMA supervisor’s school, Sey- 
bold Guest Ranch, Mineral Wells, Tex. 

April 9-11, LIAMA A&sS spring meeting, Edge- 
water Beach hotel, Chicago. 

April 9-20, LIAMA combination school, Day- 
tona Plaza, Daytona Beach. 

April 15-16, Life Insurance Advertisers Assn., 
Southern Round Table, Hotel Tutweiler, 
Birmingham. 

April 19-20, Life Insurance Advertisers Assn., 
North Central Round Table, Edgewater 
Beach hotel, Chicago. 

April 27-28, Kansas Assn. of Life Underwriters, 
annual, Broadview hotel, Wichita. 

April 30-May 2, LIAMA Combination Com- 


panies Conference, Shoreham hotel, Wash- 
ington, D. C. 
May 7-9, LIAMA Agency Officers Round 


Table, Westchester country club, Rye, N. Y. 

May 7-9, Home Office Underwriters Assn., 
annual, Statler hotel, Hartford. 

May 7-18, LIAMA ordinary school, Baker hotel, 
Mineral Wells, Tex. 

May 10, Michigan Assn. of Life Underwriters, 
annual, Lansing Civic center, Lansing. 

May 11, Arkansas Assn. of Life Underwriters, 
annual, Marion hotel, Little Rock. 

May 13-16, H&A Underwriters Conference, an- 
nual, Statler hotel, Boston. 

May 14-18, LIAMA supervisor’s school, 
raine-on-the-Lake, Highland Park, II. 

May 16-21, Million Dollar Round Table, annual, 
Cruise to Bermuda, S. S. Kungsholm. 

May 18-19, Iowa Assn. of Life Underwriters, 
annual, Cedar Rapids. 

May 20-22, Insurance Accounting & Statistical 
Assn., Hotel New Yorker, New York. 

May 21-22, Actuarial Club of the Pacific States, 
spring meeting, Awahnee hotel, Yosemite 
Park, Cal. 

May 21-22, Assn. of Life Insurance Counsel, 
semi-annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 21-June 11, LIAMA ordinary school, Edge- 
water Beach hotel, Chicago. 

May 23-25, Life Insurers Conference, annual, 
Greenbrier hotel, White Sulphur Springs, W. 
Va. 

May 24-25, Wisconsin Assn. of Life Under- 
writers, annual, Loraine hotel, Madison. 

May 24-25, Pennsylvania Assn. of Life Under- 
writers, annual, Traylor hotel, Allentown. 

May 28-30, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Montebello, 
P. Q. 

May 28-June, 1, National Assn. of Insurance 
Commissioners, annual, Jefferson hotel, St. 
Louis. 

June 11-22, LIAMA combination school, Uni- 
versity of Connecticut, Storrs. 

June 13-16, International Assn. of A&H Un- 
derwriters, annual, Miami. 

June 18-20, American Life Convention, Medical 
Section, The Greenbrier, White Sulphur 
Springs, W. Va. 

June 21-23, Alabama Assn. of Life Under- 
writers, annual, Holiday Inn, Bessemer, Ala. 

June 25-29, LIAMA supervisor’s school, Hotel 
Berkeley-Carteret, Asbury Park, N. J. 


Mo- 


June 29-July 1, Consumer Credit Insurance 
Assn., annual, Stanley hotel, Estes Park, 
Colo. 


July 9-20, LIAMA ordinary school, 
House, Manchester, Vt. 

July 9-20, LIAMA ordinary school, Edgewater 
Beach hotel, Chicago. 

July 12-14, International Assn. of Insurance 
Counsel, annual, The Greenbrier, White Sul- 
phur Springs, W. Va. 

July 23-Aug. 3, LIAMA ordinary 
Edgewater Beach hotel, Chicago. 
Aug. 20-22, International Federation of Com- 
mercial Travelers, annual, Greenbrier, White 

Sulphur Springs, W. Va. 

Sept. 16-19, Life Office Management Assn., 
annual, Edgewater Beach hotel, Chicago. 

Sept. 17-19, International Claim Assn., annual, 
Hotel Chamberlain, Old Point Comfort, Ft. 
Monroe, Va. 


Equinox 


school, 


Sept. 17-19, National Fraternal Congress of 
America, annual, Hotel Statler, Cleveland, 

Sept. 21-26, American Society of Chartereg 
Life Underwriters, annual, Washington, D.C, 

Sept. 24-26, Life Insurance Advertisers Assn,, 
annual, Jung hotel, New Orieans. 


Sept. 24-28, National Assn. of Life Under. 
writers, annual, Statler-Mayflower, Washing.- 
ton, D 

Oct. 8-12, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 23-25, Assn. of Life Insurance Medica] 
Directors of America, annual, Roosevelt ho. 
tel, New Orleans. 

Oct. 25-27, Midwest Management conference, 
French Lick, Ind. 

Oct. 25-26, Actuarial Club of the Pacific States, 
fall meeting, Del Monte Lodge, Pebble 
Beach, Cal. 

Nov. 11-16, LIAMA, annual, Edgewater Beach 
hotel, Chicago. 

Nov. 12-14, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. Va, 

Nov. 14-16, Institute of Home Office Under. 
writers, annual, Statler hotel, Dallas. 

Dec. 3-7, National Assn. of Insurance Com- 
missioners, semi-annual, di Lido hotels, 
Miami Beach. 

Dec. 12-13, Life Insurance Assn. of America, 
annual, Waldorf-Astonia hotel, New York. 





Washington National 1 


Raises 7 at Home Office 


Washington National has appointed 
Howard G. Eimers to actuary of the 
ordinary department; Alvin B. Dui- 
sen, in addition to his present duties of 
adminstrative secretary of the indust- 
rial department, to assume direction of 
the industrial policy issue and under- 
writing division, the district ordinary 
division and the industrial audit sec- 
tion; Arnold E. Thon, from assistant 
actuary in the ordinary department to 
3rd vice-president and assistant ac- 
tuary, ordinary department. 

Lyden F. Larger, from assistant man- 
ager of casualty and group claims to 
associate manager of the same; Ber- 
nard B. Rogers, from assistant to as- 
sociate manager of ordinary under- 
writing; John D. Morrison, from staff 
member ‘of the general actuarial divi- 
sion to assistant actuary of the same 
division, and John G. Pensock to su- 
pervisor of the methods section. 

Mr. Eimers, who joined Washington 
National in 1953 as an actuarial assist- 
ant and became assistant actuary, en- 
tered insurance in 1951 as actuary for 
American Life & Accident. 


Guardian Names Agnello 


Joseph A. Ag- 
nello has been ap- 
pointed manager 
of the life depart- 
ment of the John 
P. Hancock & Co. 
agency of Guard- 
ian Life at Niaga- 
ra Falls, N. Y. 

Mr. Agnello, in 
the business 15 
years, has_ been 
supervisor of USS. 
Life at Buffalo for 
the last four years. 





Joseph A. Agnello 


Pru Names Stanford at Hagerstown 

Prudential has designated Hagers- 
town, Md., as district headquarters for 
activities formerly centered at Cum- 
berland, Md., and has named Preston 
A. Stanford manager. A sales staff at 
Cumberland will work as a branch of 
the Hagerstown organization. 

Mr. Stanford, with the company 20 
years and district manager at Philadel- 
phia since 1950, succeeds George M. 
Martin, who has retired. 


Equiowa Agent Group Meets 


The general agency advisory council 
of Equitable Life of Iowa met at the 
home office to discuss field and man- 
agement problems and to make recom- 
mendations on operations in 1956. 

The council is composed of seven 
general agents, four qualifying for 
membership through attainment of 
company honors and three by appoint- 
ment of the company president. 
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~ NEWS OF LIFE POLICIES 





———"— 


Fidelity Mutual Offers 
New Policies, Reduces 


Premiums, Adds Riders 


Fidelity Mutual Life has introduced 
as new policies life paid up at 70 and 
income for life at 70, available to issue 
age 60, to meet the increasing trend to- 
ward a later retirement age. 

A new provision included in all “in- 
come for life’ policies permits deferral 
of the maturity date for as much as a 
3-year period, with all regular options 
available during or at the end of the 
deferred period to insured or the bene- 
ficiary if insured dies in the interim. 

Premium rates have been reduced 
for the “special income for life 65” pol- 
icy, all term riders issued in connec- 
tion with permanent insurance and for 
disability waiver of premium. 

The family maintenance rider is 
available now on 10-year, as well as 15 
and 20-year bases. Additional term is 
available on 10 and 15-year bases as 
well as on the previous period of cov- 
erage. Family income riders, in addi- 
tion to the $10 monthly income plan, 
will be available on $15 and $20 
monthly income per $1,000 basic cover- 
age plans. 

Limit of retention on annual pre- 
mium insurance issued on standard 
lives has been increased to $150,000. 
Limits also have been increased on 
single premium insurance and annuity 
plans and on the retirement annuity 
plan. 

On discounted premiums, the inter- 
est rate of 242% now applies to the 
maximum accepted, which is $50,000. 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 


Southern California & Arizona Branch Office 
9935 Santa Monica Blivd., Beverly Hills, Calif. 








INSURANCE STOCK 
SPECIALISTS 








Wood, Struthers & Co., Inc. 
Established 1905 
J. William Middendorf 


30 Wall St., New York 5, N. Y. 
Telephone - WHitehall 3-7474 











MANAGEMENT 
CONSULTANTS » 














Consultants 


in Marketing and Management 
for the Insurance Business 





FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 

















The dividend scale and interest rate 
allowed in dividend accumulations and 
policy proceeds will continue unchang- 
ed in 1956. 

Several policies have been discon- 
tinued, including life paid up at 85, 10- 
year term, juvenile 20-payment en- 
dowment at age 60 and at 65 and the 
mortgage protection rider. 





Atlantic Introduces 
Non-Can A&S Policies 
and New Sales Aids 


Atlantic Life has introduced the 
“Stratford Hall” A&S policy and the 
“Williamsburg” accident policy, which 
are non-cancellable and guaranteed re- 
newable. 

The A&S policy provides, 24, 60 or 
120 months for each disabling sickness 
plus lifetime accident benefits and 
principal sum. Minimum elimination 
periods for sickness vary from seven to 
30 days. “Built-in” extra benefits for 
auto or travel accidents and waiver of 
premium are provided. Physician and 
hospital reimbursement benefits are 
available by rider. 

The accident policy provides lifetime 
accident benefits for disabling injuries 
plus double benefits for auto or travel 
accidents and for hospital confinement. 
Physician and hospital fees are avail- 
able by rider. 

Both policies are written on AAA 
and AA occupational classes up to and 
including $400 per month with a maxi- 
mum of $20,000 principal sum. Both 
have guaranteed level premiums. 

A new reference service for field 
management covers recruiting, train- 
ing, standard procedures, sales promo- 
tion and advertising. Regular supple- 
ments will keep it up to date. Later, a 
similar service will be provided for 
all agents. 

Basic training procedure has been 
revised. It includes seven basic texts, a 
manager’s guide and an agent’s study- 
work book. The plan includes new in- 
termediate and advanced material and 
introduction of home office schools. 

A new time control plan, designed to 
eliminate many burdensome features 
that contributed to the failure of other 
programs is based on a_ simplified 
pocket guide to minimize the need for 
rewriting records and prospect infor- 
mation. 

The company has introduced new 
prospecting material which includes 
a prospecting interview form, a newly 
designed prospect filing system and a 
revamped direct mail plan. New sales 
forms include a basic presentation for 
single needs, covering A&S and life, 
and a total needs form for complete 
programming and single needs use. 





Aetna Writes Standard 
on Airlines Personnel 

Aetna Life will issue life insurance 
at standard rates to pilots, co-pilots 
and crew members flying for U.S. and 
Canadian commercial airlines in sched- 
uled air carrier operations on domestic 
or overseas flights. 





Regular Rates for ‘Sked’ Pilots 
American United Life added sched- 

uled airline pilots to the civilian flying 

category that is granted standard rates. 








Sun Life Appointments 


Sun Life of Canada adminstrative 
appointments at the head office are: 
J. McLaren becomes associate comp- 
troller. J. W. Parkinson is appointed 
assistant comptroller and internal aud- 
itor. J. E. Bingham and A. E. Bryan 
are named assistant personnel officers, 
branch office department. R. F. John- 


son becomes assistant personnel of- 
ficer, head office personnel depart- 
ment. C. L. Brodie is named assistant 
superintendent of claims. J. F. Emms 
is appointed assistant planning officer 
and will continue in charge of the Hol- 
lerith department. G. A. Mitchell is 
named _ assistant superintendent of 
group administration and continues in 
charge of that department. 





New Titles for Crouter, 


Koenig at New York Life 


NEW YORK—New York Life has 
named A. L. E. Crouter general pur- 
chasing agent and William H. Koenig, 
former purchasing agent, an admin- 
istrative assistant to aid Secretary 
Marshall P. Bissell in the direct super- 
vision of other service operations. 

The main purchasing operations had 
previously been divided between the 
purchasing department and the office 
of Mr. Crouter, who had charge of all 
printing bought or produced by the 
company. These operations now are 
merged into an enlarged purchasing 
department under Mr. Crouter’s direct 
supervision. 





Charles F. Meinzinger, State Mutual 
Life, Detroit, addressed Detroit Life 
Agency Cashiers Assn. 





Ala., Ga. Underwriters 
Handbook Published 


A new Underwriters’ Hand- 
Book of Georgia and Alabama has 
just been published by The Na- 
tional Underwriter Co. It provides 
complete and up-to-date informa- 
tion on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance in these states. 
Copies may be obtained from The 
National Underwriter Co., at 420 
East Fourth street, Cincinnati. 
Price is $12 each. 











Travelers Revises 


Vacation Setup 


Travelers has granted employes up 
to four weeks’ annual vacation and 
will permit them to accrue unused por- 
tions of it for an extra long, future 
vacation of up to eight weeks. 

President J. Doyle DeWitt said the 
new schedule will be effective on 1956 
vacations. The company has revised its 
schedules of service days, which are 
days of leave granted in recoginition of 
length of service, ultimately making 
available the four week vacation to 
everyone on the staff. 












NEW YEAR - 
OLD RESOLUTIONS 


OCCIDENTAL began. writing Total Dis- 
ability in 1919. We have written it con- 
tinuously—and successfully—ever since. 









still do. 


We siill do. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





Early in our experience, and annually 
thereafter, we resolved to write Total Dis- 
ability that would be non-cancellable. We 


. We likewise resolved to provide T D bene- 
> fits that would continue during disability 
for lifte—on all life and level term plans. 


We resolved to underwrite our Total Dis- 
ability carefully—but not exclusively. We 
still do... A survey of 524 recently issued 
Occidental policies showed better than 
64% qualified for Total Disability! 


So — for this new year — old resolutions, 
but good ones. In fact, good as new! 


“A Star in the West...’* 






“WE PAY AGENTS LIFETIME RENEWALS... 





THEY LAST AS LONG AS YOU DO" 
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Fuller, with West Coast 


Life at Tacoma, to Quit 


Cecil R. Fuller, Tacoma manager for 
West Coast Life for 20 years, is retir- 
ing to devote his time to other business 
interests but will continue to serve the 
company as an agency adviser. 

He will be succeeded by Gene Bur- 
goyne, Seattle manager who joined 
West Coast in 1950 at Tacoma. Ray 
Irby, West Coast assistant manager at 
Seattle where he joined the company 
in 1951, has been named manager 
there. 

West Coast plans to remodel and re- 
furnish its Seattle and Tacoma offices. 





Alliance Starts in Alabama 

Alliance Ins. Co., new old line legal 
reserve life company at Dothan, Ala., 
is beginning with capitalization of 
$250,000. F. O. Majors, who has been 
in life insurance for a number of years, 
is president. W. R. Chestnut is vice- 
president and J. B. Burke, secretary-~ 
treasurer, 


A. C. Coughtry, Sun Life 


of Canada, to Retire 


Alan C. Coughtry, agency superin- 
tendent for the western U.S. division 
of Sun Life of Canada, will retire in 
June, ending 30 years with the compa- 
ny. He will be succeeded by Kenneth 
H. Deane who joined Sun Life at Van- 
couver, B.C., in 1946 and since 1952 has 
been assistant agency superintendent. 
Effective immediately Mr. Deane takes 
over as associate superintendent and 
will move to the U.S. territory in Feb- 
ruary. 

Mr. Coughtry joined Sun Life in 1926 
as Montreal group representative. He 
assisted in establishing the company’s 
British group division and returned to 
the head office in 1930 as assistant su- 
perintendent, and later superintendent, 
of group sales. In 1939 he was for a 
time attached to the Canadian division, 
and the following year went to the 
western U.S. territory. 

Sun Life also has appointed W. R. 
Walters as associate agency superin- 





"Look at This! 


after two years 
Collision on your car 
coverage for Sickness 
Accident. 


"It's our company's new PRESIDENT'S 
INCOME PROTECTOR. Want to know more? Ask for 
descriptive brochure-—-—B0-249. 
delighted to have you see it." 


NORTH AMERICAN ¢ = 
Gia ant Casualty Campany % 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President ” 


LIFE » ACCIDENT+ SICKNESS » HOSPITAL» GROUP 





(1) Non Cancellable-—- 
Guaranteed Renewable to 65 (2) No Riders 
(3) No increase in premium 
of Premium after one year 
(6) Deductible--as with 

(7) Up to 120 months 
(8) Up to Lifetime for 


J. E. SCHOLEFIELD, Vice President—Direetor of Agencies 


(4) Waiver 
(5) Incontestable 


They'll be 








tendent in the eastern U.S. division. He Cal. Court Rules out 


joined the company in 1946 at Phila- 
delphia and went to the head office in 
1948. Since then he has been succes- 
sively an agency assistant, agency in- 
spector, and assistant superintendent 
in the eastern U.S. division. 





Franklin Appoints Katz 
Cincinnati General Agent 


Irwin Katz, for- 
merly with Mutual 
Benefit H.&A. and 
United Benefit 
Life, has been ap- 
pointed general 
agent for Franklin 
Life at Cincinnati. 
The company has 
just opened new 
regicnal offices in 
the Terrace Plaza 
building, Cincin- 
nati, with Sol Kol- 
odny as manager. 





Irwin Katz 





Insurance Tax Ruled 
Out in Philadelphia 


Philadelphia Solicitor Freedman has 
ruled that Pennsylvania life and fire 
companies having principal offices in 
Philadelphia and owning no capital 
stock are not subject to a 2% tax. 

Companies paid such a tax from 1937 
to 1951. The state legislated a similar 
tax in 1951. Since the state and city 
cannot tax the same thing, the city tax 
lapsed. There was a question after the 
state tax lapsed in 1952 whether the 
city’s tax automatically returns. Mr. 
Freedman says that it doesn’t. 


Security-Conn. Opens 


San Francisco Agency 


Security-Connecticut Life has open- 
ed a new agency in San Francisco at 
248 Battery street and has appointed 
J. J. Condran manager. This marks the 
company’s entry into the life field on 
the west coast. Mr. Condran, in the 
business since 1948, has been district 
manager of State Farm Life at San 
Francisco. 


Rockwood Marks 60 Years 


Rockwood Co. of Chicago, one of the 
largest multiple line agencies of Trav- 
elers and also a general agency for 
some 20 other property companies, is 
marking its 60th anniversary. Agency 
volume has increased ten-fold since 
1940, and during the past year a direct 
Lloyds representation was established. 
W. Carter Butler is president. 








General American Assigns Two 
Harold A. Doder has been assigned 
to the Detroit group office of General 
American Life and James Wiley More- 
land to the company’s metropolitan St. 
Louis group office. Both recently com- 
pleted home office training courses. 





GOT A POLICY IN YOUR CRAW? 





STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 





Interested? Write me. 


Delaware + 
Louisiana 
Pennsylvania + 


Want us to help you get it up or down? If you have some original ideas on a new 
policy contract bring them to us. Agents for Standard Life are responsible for many 
of our present policy contracts. Should an actuary determine your ideas to be 
economically sound we'll meet you part way on costs of final preparation, market 
it through our field force, and you'll have a profitable exclusive on your hands. 


Wang UV. Wade, President 


GENERAL AGENCIES OPEN IN Arkansas * 
Florida » 
Maryland 
Tennessee 


California 
Indiana * Kentucky 
New Mexico 
West Virginia 


Arizona °* 
Illinois « 

Missouri ° 
* Virginia « 


Georgic + 
Michigan 
* Texas 


Tax on Contributions 
to Retirement Plans 


The superior court for Sacramento 
county, Cal., has ruled that contribu- 
tions by insurance company employes 
to their own company’s retirement 


plan are not insurance premiums sub. © 


ject to premium tax. 

The decision is of considerable im- 
portance to most of the companies op- 
erating in California, as most of them 
have employes in the state who are 
contributing to retirement plans. 

In a_ suit by California-Western 
States Life against the state board of 
equalization, the insurer sued to re- 
cover premium tax paid by it on the 
contributions of its employes to the 
company’s retirement plan. The retire- 


ment plan is completely underwritten © 


by the employer, and only a portion of 
the actual cost of the retirement plan 
comes from employe contributions. All 
contributions of employes who decide 
to participate will be withheld from 
wages or salary and deposited in a 
deposit account. Employes are entitled 
to the return of all of their contri- 
butions plus accumulated interest. 
The court, in making the ruling, 
stated that it was “of the opinion that 
the amounts withheld cannot be des- 


ignated as premiums.” The court fur- © 


ther stated: “The salary deductions are 
not payments for anything. They are 
deposits made by the employes with 


the company for the purposes provided | 
in the plan. From a monetary stand- © 
point, the company receives no com- } 


pensation, directly or indirectly. It ap- 
pears to me that the plaintiff, in adopt- 
ing and administering this plan, is 
not doing an insurance business in this 
state.” 


“From the number of enactments of © 


legislation by the legislature of this | 


state covering such plans, it appears to 
be the settled policy of this state to 


recognize and foster amicable and har- | 


monious relations between employers 
and employes in many lines of activity 
in the state, and a determination that 
a tax may be levied and collected in 
situations such as here exist would 
not be in consonance with this pub- 
lic policy, and would have a tendency 
to discourage such efforts in the pro- 
motion of proper employer and em- 
ploye relations.” 

Harry B. Seymour 


of Downey, 


Brand, Seymour & Rohwer of Sacra- ' 


mento represented California-Western 
States Life, and Harold B. Haas, dep- 
uty attorney general, represented the 
equalization board. 





Ore. Issues Credit Cover Rule 


The Oregon department has issued a 
bulletin stating that the regulations 
adopted last August governing credit 
life and credit A&H will be applied to 
business in force prior to that time on 
policy anniversary dates, and in no 
event later than Aug. 15, 1956. 

No commission in excess of 10% of 
the premium on credit insurance shall 
be paid to any person not licensed as 
an agent, the bulletin states. A limited 
credit license can be obtained after 
passing a qualifying examination. 
Agents holding life or disabi'itv lic- 
censes may write credit insurance 
without obtaining an additional license. 





Fort Wayne Managers Elect 


Fort Wayne (Ind.) Life Managers 
Assn. elected Clyde L. Mitchell, John 
Hancock president. He replaces Rob- 
ert W. Ferguson, Phoenix Mutual. Mal 
Ritchie, Metropolitan, was named vice- 
president and Roy J. Schick, New York 
Life, secretary. 
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Favors Subsidiary 
for Variable Annuity 


(CONTINUED FROM PAGE 4) 





it would be far less upsetting to the 
insurance laws. 

“The National Assn. of Insurance 
Commissioners variable annuity sub- 
committee favored the separate cor- 
poration over the segregated fund by 
a vote to two to one. That recommen- 
dation was adopted by the NAIC in its 
list of recommendations. Also, Equi- 
table Society has come out for the 
separate corporation if variable annu- 
ities are to be written. 

“The Life Insurance Assn. of Amer- 
ica board couldn’t agree on a position 
but the American Life Convention ex- 
ecutive committee favored the sepa- 
rate corporation p!an in any legislation 
that might be enacted, even though of 
course it didn’t recommend that legis- 
lation be enacted at all. 

“President Murray Lincoln of Na- 
tionwide decided on the separate cor- 
poration approach in its experiments 
with mutual fund shares and life in- 
surance. 

“On the NAIC subcommittee, you 
had Holz of New York and Pryatel of 
Ohio favoring the separate company 
plan, and Howell of New Jersey hold- 
ing out for the segregated fund plan 
that the Prudential wants and that is 
contained in the pending New Jersey 
bills. However, the existing New York 
law requires annuities to be fully re- 
served and guaranteed, so if New Jer- 
sey passes the pending bills and New 
York does not, I think there is a fair 
likelihood that any company following 
the segregated fund plan would be in 
trouble in New York. 


e 2 e 

“Moreover, the ALC is death on the 
idea of a segregated approach. Many 
of the ALC companies have great pow- 
er in their home states. Would they 
sit quietly by and let a big company 
from another state come in and do 
what they can’t do? 

“Another argument for the separate 
corporation is that Teachers studied 
all the possible approaches but finally 
decided on the separate corporation 
plan because it would require less dis- 
turbance of existing insurance laws. 

“Practically everyone in the business 
is willing to go along on the separate 
corporation approach. It would be com- 
paratively easy to get that kind of en- 
abling legislation passed around this 
country and I think in New York, too. 
The thing that can cause all the trouble 
is insistence on going ahead with the 
segregated fund idea. I agree that the 
separate corporation approach creates 
certain additional problems but, say 
what you will, variable annuities will 
be an experiment for a long time to 
come. The separate approach enables 
the business to conduct the experiment 
without altering its basic structure.” 

“You mean that segregating assets 
within a life company is really mater- 
ially different from putting them into 
a separate corporation that is owned 
by the company?” I asked. 

“Yes,” was the answer. “Don’t forget 
that our business is built on the tra- 
dition that every dollar of the assets 
of every company stands back of its 
contracts. When the business departed 
from that principle, it got into trouble. 
I'm thinking of the old registered pol- 
icies that used to be sold in Missouri. 
When companies went broke, that fea- 
ture caused trouble. Our business has 
always fought tooth and nail against 


any separation of funds. The Texas 
Robertson law is somewhat, if not ex- 
actly, in point. It’s true that Texas 
didn’t require Texas reserves to be seg- 
regated. But Texas did require that 
the Texas investments be deposited in 
Texas and this was an indirect form of 
segregation. 

“If the Prudential can get most of 
what it wants without attempting to 
remodel the whole life insurance bus- 
iness, I suggest they might gain some- 
thing by considering the other compa- 
nies’ point of view. As you pointed out 
in your article, the other companies 
are willing to go along with the Pru but 
simply draw the line on segregation 
of the variable annuity funds. What 
we need now in the business is a recog- 
nition of the rights of all groups and 
some disposition to compromise. 

“Of course, if my appraisal of the 
situation is wrong, then what the Pru- 
dential is trying to do can probably be 
defended. I hate to disagree with my 
friends, but that is the way I size the 
situation up.” 





Monumental Appointments 


Monumental Life has made _ these 
changes: O. B. Doak, manager of the 
Baltimore north district becomes man- 
ager of the Baltimore south district, 
succeeding R. P. Smith, who is retiring 
after 35 years of service. E. S. Barrett, 
manager at Fort Wayne, succeeds Mr. 
Doak and R. H. Knipper, assistant 
manager in Lorain, O., becomes Ft. 
Wayne manager. 

J. F. Walters, assistant manager in 
Dayton, O., becomes Atlanta manager. 
Charles Valentine, an assistant man- 
ager in Cleveland, becomes special 
home office representative visiting 
various district offices as further train- 
ing toward a managerial assignment. 





Sun, Canada, Promotions 


Sun Life of Canada has made four 
agency department appointments. R. 
A. Marsolini, formerly supervisor of 
field training, has been named assist- 
ant superintendent of sales promotion 
and training. W. S. Butler becomes as- 
sistant superintendent of agencies for 
the eastern U. S. division while A. G. 
Dennis and B. E. Moore have been 
made assistant superintendents of 
agencies in the Canadian division. The 
latter three men were formerly in- 
spectors of agencies. 

In addition J. F. B. Amsden and F. 
M. T. Bailey have been appointed as- 
sistant actuaries and J. G. Ireland and 
A. C. M. Robertson, mathematicians. 





Fisher to United American 


Francis M. Fisher has joined Ameri- 
can United Life as regional supervisor 
for Indiana development, operating 
from the Bollinger agency at Fort 
Wayne. 

Formerly with Retail Credit Co., Mr. 
Fisher has had seven years of home of- 
fice, sales service and claims experi- 
ence in life insurance. He currently is 
secretary of Fort Wayne Life Under- 
writers Assn. 

N. E. Life Opens Group Office 

New England Mutual Life has 
opened a new group office in Kansas 
City with Richard N. Hammond dis- 
trict group manager. Mr. Hammond has 
been district group representative in 


Chicago. 
The Kansas City office covers Mis- 
souri, Arkansas, Oklahoma, Kansas, 


Nebraska and western Iowa. 
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LIAMA Poll Predicts 15% Rise in Sales 
in 1956, Wide Range of Expansion Plans 


(CONTINUED 


FROM PAGE 1) 





ment personnel, with another 8% plan- 
ning realignment of responsibilities. 

Management training and develop- 
ment has a high priority in the plans 
of most companies. Three out of four 
said they “plan an active search for 
potential managers within the com- 
pany.” Training programs for poten- 
tial managers are contemplated by 64% 
and on-the-job training by 62%. More 
than one-third of the companies said 
they plan to use LIAMA’s new career 
analysis procedure. 

Mr. Zimmerman noted that “the 
larger the company, the greater the 
emphasis on management development 
planned.” 

Plans to increase advertising bud- 
gets for 1956 were revealed by nearly 
one-half of companies now doing media 
advertising in either the trade or gen- 
eral press. Thirty-seven percent plan 
to keep their budgets “about the same,” 
and less than 2% indicated a cutback. 
The median budget increase is 10%. 

One-half of the companies said they 
will make “a greater sales promotion 
effort in 1956,” and 51% indicated that 
the budget would be increased accord- 
ingly. The median sales promotion bud- 
get increase is 15%. 

On agent training and develop- 
ment, 35% of the companies said they 
plan major changes or innovations in 
new agent training. Fifteen percent 
plan changes at the intermediate level 
and 25% at the advanced level. 

Asked whether they had in mind 
special new plans or incentives to im- 
prove persistency, 26% of the compa- 
nies said they did. 

Twenty-five percent announced new 
plans to improve relations and com- 
munications with policyholders. Twen- 
ty-five percent said they have in view 
new systems or plans to effect direct 


reduction of distribution costs. 

On the general, all-business outlook 
for 1956, 61% of the agency officers ex- 
pressed confidence that it will be 
“better in 1956 than 1955.” Thirty- 
eight percent predicted it will be 
“about the same” and 1% suggested 
that “a recession may be ahead.” 

Commenting on LIAMA’s second an- 
nual business forecast questionnaire, 
Mr. Zimmerman reported that “our 
agency officers are even more opti- 
mistic on new business prospects for 
their own companies than they were 
in 1955.” He suggested that “perhaps 
this greater optimism is due to the 
fact that 1955 results were even better 
than forecast.” 

Mr. Zimmerman analyzed last year’s 
results. “At the beginning of 1955, our 
agency officers predicted a 12% in- 
crease in ordinary...and_ attained 
22%. They predicted 1012% in group 
...and made 23% (excluding federal 
group new business for both 54 and 
55). Only in industrial new business 
were the prognosticators off. Here they 
forecast 10% and attained a 2% in- 
crease (excluding certain blocks of 
business transferred from industrial to 
ordinary classification.) 

Mr. Zimmerman said he _ believes 
the 15% predicted gain in industrial 
sales for 1956 suffers from Some over- 
optimism, “although many individual 
companies may very well achieve their 
plans.” 

On company plans to open new agen- 
cy outlets, Mr. Zimmerman said the 
medium size companies will concen- 
trate on new outlets in large cities 
whereas the large and small companies 
will place greater emphasis on the 
smaller cities, under 100,000. Noting 
that the large companies are already 
represented in most large cities, Mr. 
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A REAL OPPORTUNITY 


with unusual promotional possibilities can be offered you in GROUP 
SALES with NATIONWIDE INSURANCE. We currently operate in 13 
Northeastern States and our Group Operations are expanding very 
rapidly. Positions are available to capable young men both with, and 
without experience. Your starting salary will be commensurate with 
your experience and our complete program of employee benefits will 
more than please you. If you are looking for a spot with a promising 
future, write a brief résumé of your education and experience to the 


Insurance, Columbus, Ohio. All 








H. O. LIFE UNDERWRITER 


If you are a college graduate with two or more 
years of H. O. life underwriting experience who 
wants an excellent opportunity to understudy 
the top underwriting position in this company, 
contact Wallace E. Bidelman, lowa Life Insur- 
ance Company, Farm Bureau Building, Des 
Moines 8, lowa. 


ACTUARIAL OPPORTUNITY 


A multiple line life company located in a medium 
size Eastern city wants a young man 25 to 35 
with actuarial qualifications and experience. At 
least four actuarial examinations. Group experi- 
ence desirable. Write Box J-75, The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illl., giving background, experience, military 
status, and salary requirements. 








HOME OFFICE AGENCY ASSISTANT 


To assist in establishing Agencies, Mid-West 
Company has exceptional opportunity for ca- 
pable man interested in growing with Company. 
Travel required. Sclary open, promotion based 
on accomplishments. Address Box 2J-94, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chiceao 4, Ill. 








TOP MAN AVAILABLE 


Hard-hitting, highly successful. H. O. and Gen. 
Agency exp. in Life, A & H, Group. Under 40, 
over 10 yrs. in ins. business. Interested in chal- 
“enging Gen. Agency or H. O. executive opp., pre- 
‘erably in or near Greater Phila. area. Seeking 
“ssociation with Sales Promotion minded co. ag- 
eressively expanding. Write in confidence to Box 
%-8, The National Underwriter Co., 175 W. Jack- 
on Blvd., Chicago 4, Ill. 














Zimmerman concluded that “our bus- 
iness indicates it is following shifts in 
population trends in locating its new 
sales outlets.” 

Advertising expansion plans were 
most pronounced among the medium 
and small companies. For medium com- 
panies, most of the expansion will be 
in general magazines and newspapers, 
followed by outdoor and _ television. 
Among small companies, newspapers, 
“to help the agent at the local level,” 
were listed most frequently for expan- 
sion, followed by outdoor, trade papers, 
general magazines, and television. 

Summarizing results of the survey, 
Mr. Zimmerman told agency officers: 
“Your plans reflect not only well-rea- 


soned optimism, but also a spirit of ag. 
gressive determination to meet the op. 
portunities and responsibilities facing 
us by trying to meet public needs and 
desires through a better-managed, bet- 


ter trained, better-compensated, full. © 


time career agent. 


“Your plans also reflect great con- © 
fidence in our ability to meet and cap. — 
italize on change in a rapidly expand. © 
ing market, one in which our busi- © 
ness must compete more effectively in © 


order to get that share of the consumer 


dollar which should go to personal in. © 
surance...and one in which each of - 
our companies must compete more | 
strenuously to get its share of the — 


personal insurance dollar.” 








Investment Leeway Bill Gets Strong 
Backing at N.Y. Department Hearing 


(CONTINUED FROM PAGE 1) 





responsiveness to the changing needs 
of the economy, Mr. Josephs con- 
tinued. It would serve as a proving 
ground for new investments. 

A leeway provision would not be a 
license to make imprudent invest- 
ments, he declared. The prudent man 
must have the “affirmative” approach: 
He must use good judgment. The pro- 
vision might provide a greater yield 
on investments and would simpliiy 
eligibility of investments. 

In agreement with the New York 
Life chairman was George T. Conklin 
Jr., financial vice-president of Guard- 
ian Life. Flexibility is a necessity in 
investments, he said. History shows 
the inherent need for “prudent actions 
of honest men.” 

Julius Sackman, chief of the de- 
partment’s life bureau, referred to a 
statement about improvement in yield 
on securities not specified in the law 
and asked Mr. Josephs if it was not 
possible that companies could lose 
on these investments. 

The company executive replied that 
imprudent ventures can be made in 
specified or non-specified investments. 
There is more “concentration” in spe- 
cified investments, however, because 
companies bid against each other and 
thus lower the yield, he explained. 
The “prudent man” theory works well 
in states where it is used but any 
good proposal along this line is ac- 
ceptable. There is a lag between what 
the companies should do and what 
the law will let them do, he added. 

Stuart F. Silloway, vice-president 
for finance of Mutual of New York, 
said his company is anxious for en- 
actment of the leeway provision. He 
stressed the variety and changing 
conditions in the investment field and 
pointed out that sometimes the law 
does not provide for things that should 
be done. 

The leeway provision would be 
used sparingly, Mr. Silloway said. 
Companies would not rush to “fill 
the basket” because it would not be 
prudent. Investments which might 
come under the provision include pur- 
chase and leaseback of _ stationary 
equipment and loans to partnerships 
in oil and gas production. 

Another. proposal which received 
strong industry support was the one 
to amend section 81-6(a) of the law 
to exclude from the statutory limit, 
which is 40% of admitted assets, on 
mortgage loan investments the guar- 
anteed portion of mortgage loans guar- 
anteed by veterans administration 


under the servicemen’s readjustment 
act of 1944. 

Mr. Conklin said the restriction dis- 
criminates against veterans because it 
does not apply to non-veterans loans 


also packed by the government. The 
law should be clarified to eliminate 
the inconsistency. 

Robert Matherson, president of 
Savings Banks Retirement System, re- 
called his organization introduced a 
similar bill which was passed by the 
legislature but vetoed by Gov. Harri- 
man last year. The retirement system’s 
experience with VA loans has been 
better than the FHA loans, which are 
exempted. He supported the amend- 
ment. 


Superintendent Holz said he rec- | 


ommended the veto last year, but 
advised that this action should not 
be interpreted to mean he will do 
the same this year. He promised to 
give the proposal a “great deal of 
consideration” because he is concern- 


ed with the extension of mortgage 


loans. 


The amendment received further _ 


support from Mortgage Bankers Assn. 
of America represented by W. A. 
Clarke, Philadelphia, a past president. 
He said the impact of the present in- 
terpretation of the New York law can 
be felt throughout the U. S. “should 
our: members be unable to place 
servicemen’s mortgage loans. with 
New York insurance companies.” 


According the the LIA-ALC menm- — 


orandum advocating the proposal, the 
purpose of the limitation on mortgage 
loan investments is to protect policy- 
holders’ funds against the risk inherent 
in undue concentration in a _ single 
class of investment. 

“It is clear that mortgage loans 
guaranteed by the veterans admini- 
stration do not involve any risk to 
the lender,’ the memorandum stated. 
“Thus there is no reason for requir- 
ing such guaranteed loans to be in- 
cluded in determining compliance 
with the limit on mortgage loan in- 
vestments.” 





Win Equitable Citation 


NEW YORK—£quitable Society has 
presented a citation to “the men of 
major league baseball” for their pio- 
neering in group insurance and pen- 
sion planning. Merle Gulick, Equita- 
ble’s vice-president for group insur- 
ance, made the presentation to Base- 
ball Commissioner Ford Frick. The 
plaque records April 1, 1947 as the 
date when the plan was put into effect 
by Equitable and the major leagues. 


Ottesen Assistant GA 


Karl R. Ottesen has been promoted 
from supervisor to assistant general 
agent of the Edward C. Jahn agency 
of Connecticut Mutual Life in Newark. 
He joined the company at Newark in 
1946 and has been agency supervisor 
since 1949. 





) 


[== 


eo 














20, 1956 


————————— 
————— 


irit of ag. 
et the op. 
ies facing 
needs and 
aged, bet- 
ted, full- 


reat con- 
and cap- 
r expand. 


our busi. | 
ctively in © 
consumer | 
‘sonal in- © 
1 each of © 
ote more © 


e of the 


—$—$$—$—$______ 
——- 


january 20, 1956 


LIFE INSURANCE EDITION 


19 








. all requested increase, based on con- 


RAS 


A&H Policy Cancellation 
Except on Anniversary 


' Banned by New Ohio Statute 


New Ohio statute, effective July 1, 
1956, bans cancellation of A&S insur- 
ance policies except on anniversary 
dates. August Pryatel, state insurance 
' superintendent, has notified all com- 





_ panies writing such contracts in Ohio, 
_ of this law. Companies must permit 
' A&H policies to remain in force for 
at least one year, regardless of the 
state or number of claims presented by 
holders. ‘ 
Mr. Pryatel also announced adoption 
of standards for evaluation of A&S in- 
surance, based on the advertising code 
approved by the National Assn. of In- 


* surance Commissioners. 
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Ray Urges Adequate A&S 
at Indianapolis Meeting 


Jack Ray, agency director of Jeffer- 
son National Life, told members of 
Indianapolis A&H Assn. that the big 
challenge to private-enterprise insur- 
ance is whether or not it is strong 
enough to fight off the encroachment 

| of socialized insurance schemes. 

| He charged that too many agents are 
failing to protect clients adequately 
and are thus leaving the way open for 


| appeals of “government planners who 


use our failures to claim private-enter- 
prise insurance is not giving the public 
the coverage it needs.” He warned 
agents to band together through local 


gressive attitude. 





Big Milwaukee Blue Cross 


Group Plan Is Delayed 


MILWAUKEE—Approval of a new 
Blue Cross-Blue Shield hospital and 


' surgical insurance plan for city em- 
_ ployes, which had been submitted to 
' the common council for acceptance, 


has been delayed. Alderman R. F. 
Kelly moved and the council voted to 


send back to the finance committee the 


insurance matter for new hearings. 
He asserted that an insurance agent 
who is a constituent told him that 
there were other, better insurance 
plans that the city could obtain from 
private insurance companies. Some 
$850,000 in premiums are at stake, it 
was stated. The delay was strongly 
protested by Ald. R. J. LaBelle, who 
headed a special committee that made 
an 18-month investigation of various 
hospital-surgical insurance plans, re- 
ceived proposals from 10 companies 
and finally recommended Blue Cross- 
Blue Shield as the best for the lowest 
cost. Other aldermen who said they 
had been contacted by agents like 
Kelly, supported him and voted for 
further consideration. 





| Wright Speaks at Milwaukee 


Gibson Wright, Eau Claire, Wis., 
Continental Casualty, Wisconsin direc- 
tor of International Assn. of A&H Un- 


| derwriters, spoke at the January meet- 


ing of Milwaukee A&H Underwriters. 
He reported on the recent internation- 


| al executive board meeting in Miami. 
| Tom Callahan, local president, con- 
| ducted an open forum for the review 
| of activities in 1955 and plans of com- 


mittee chairmen for the coming year. 





Ohio Blue Cross Hike Considered 


Request by Hospital Service Assn. 
of Toledo for a 15% increase in Blue 
Cross service rates, considered at a 
public hearing by Superintendent Prv- 
atel on Jan. 17, was opposed by the 


| United labor committee, a joint AFL- 


CIO political action group. The over- 


tracts in force Sept. 30, would raise the 
association’s annual income from $8,- 
366,040 to $9,662,150. 

Union leaders said the increase 
would affect many union agreements 
with employers for hospitalization in- 
surance. Several such agreements pro- 
vide for company contributions on a 
fixed cents-per-hour basis toward 
trust funds which are used to buy Blue 
Cross insurance for workers. An in- 
crease in Blue Cross rates might en- 
danger the solvency of the trust funds, 
it was charged. 


Chicago A&H Association 
OK’s Message to Congress 


Opposing SS Amendment 


Chicago A&H Association at its Jan- 
uary meeting approved a motion to 
send to members of the Senate finance 
committee investigating social security 
a message voicing its opposition to an 
amendment which would approve pay- 
ment of benefits to totally and per- 
manently disabled workers at age 50. 
Edward O’Connor was placed in charge 
of this activity. 

J. H. Campbell, Provident L.&A., 
spoke concerning the association’s an- 
nual Christmas party for orphans, crit- 
icizing the members for their poor 
showing in attending the party last 
month. 

It was reported that LUTC will be- 
gin an A&S course Feb. 3. The course 
will be conducted for 12 weeks in the 
Field building. Cost will be $30 in- 
cluding text books, examination, and 
other course material. 

William W. Kipp, U.S. Marshall for 
northern Illinois, spoke on the duties 
of the marshall’s office, covering such 
points as attendance at court; carrying 
out of court orders; serving process; 
transferral and commitment of prison- 
ers; and dispersing of monies for the 
Justice Department in this area. 

Alfred Perkins, vice-president of 
Union Mutual Life, was scheduled to 
speak, but notified the group at the 
last minute that an important business 
meeting would force him to be absent. 








State Mutual Life Fetes 
Nothhelfer & Leck Agency 


The Nothhelfer & Leck agency at 
Chicago, which in 1955 set a State Mu- 
tual Life ordinary sales record of more 
than $10 million, was honored at a 
dinner attended by all office associates. 

Hosts were H. Ladd Plumley, presi- 
dent, and Robert H. Denny, vice-presi- 
ent, who reviewed highlights of the 
agency partnership organized in 1945 
by John B. Nothhelfer and Walter C. 
Leck. Sales for their first year were 
$1,796,000. 

The group also received congratula- 
tions from the heads of various home 
office departments. Congratulatory 
messages were tape recorded and 
played at the dinner. 

In selling more than $1 million of 
ordinary business each, Bruce Elliott, 
Kenneth Means, and Philip Tuttle 
helped the agency beat the old com- 
pany mark by $2.5 million. 


Son Seeks Moody Estate Share 


W. L. Moody III of San Antonio, 
son of the late W. L. Moody who 
founded American National, has taken 
legal steps to break his father’s will 
which left him only $1 out of an estate 
that has been estimated as amounting 
to as much as $400 million. The elder 
Mr. Moody bequeathed the presidency 
of each corporation making up his em- 
pire, including that of American Na- 
tional, to his eldest daughter, Mrs. 
Mary Moody Northern. 








Oglethorpe Life, Ga., Seeks Charter 

Oglethorpe Life Insurance Co. of 
Savannah has applied for a charter to 
write life and A&S. Operations will 
begin with $350,000 capital and paid-in 
surplus. 
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Pension Plans Cover 
22 Million Workers 


An estimated 22 million persons are 
enrolled under pension plans, almost 
one-fifth of them under plans insured 
by life companies, according to In- 
stitute of Life Insurance. 

Private pension plans of all types 
account for 60% of the total number 
of these persons; state, county, muni- 
cipal and federal civil service plans 
for 20%; with the balance as railroad 
employes or persons under profit- 
sharing plans with some retirement 
feature. 

Private pension plans have shown 
the greatest percentage increases in 
the last 20 years. The number of pri- 
vate pension plans in force rose from 
1,090 in 1935 to 7,425 in 1945 and to 
20,000 in 1955. The number of persons 
covered by private plans has risen 
from 2.6 million in 1935 to 5.6 million 
in 1945 and 14 million at the start of 
1955. One million of those covered last 
year were actual pensioners under 
private plans. 

An estimated 22 million are covered 
by all types of pension plans, exclud- 
ing social security, compared with 13 
million 10 years ago and 5 million 20 
years ago. Nine of every 10 paid jobs 
in the country are covered by OASI 
provisions of social security. Six mil- 
lion persons 65 and over are drawing 
benefits, with another 1.4 million eli- 
gible but are not yet drawing them. 





San Francisco Agency 
Leads Equitable Society 


The San Francisco agency of Equi- 
table Society, managed by A. D. 
Hemphill, led all company agencies in 
production for 1955 with firsts in or- 
dinary commissions, combined com- 
missions, and ordinary volume. This is 
the first time the agency has registered 
a nationwide production record. 


Life of Va. Names W. B. Garst 


Life of Virginia has named Wallace 
B. Garst associate manager at Roanoke. 








President Asks OASI Extension 


WASHINGTON — President Eisen- 
hower’s budget message recommended 
legislation to place under OASI those 
groups still excluded, among them 
federal government employes. 

The balance in the OASI trust fund 
at the start of the fiscal year 1955 was 
$20 billion. It increased to an estimated 
$21.1 billion at the start of fiscal 1956 
and is expected to reach $22.7 billion 
by the start of fiscal 1957. 

Balances in OASI, unemployment 
compensation, railroad retirement and 
federal civilian retirement trust funds 
totaled $40 billion. 


FRATERNALS 


Knights of Columbus 
‘55 Sales at $111 Million; 
$600 Million In-Force 


Knights of Columbus had sales in 
excess of $111 million during 1955, 
Luke E. Hart, supreme knight, reported 
at the annual meeting of general and 
special supervising agents in St. Louis. 
These sales exceeded the 1955 goal by 
11%. 

Of this amount, more than $9414 mil- 
lion was officially recorded policy con- 
tracts issued which exceeded the goal 
by $4% million and 1954 by $26 mil- 
lion, increase of 38%. 

Mr. Hart was principal speaker at 
the meeting which was conducted by 
J. F. Richter, director of agents. A 1956 
goal of $130 million was set. The 
Knights now have nearly $600 million 
in force. Assets are approximately $111 
million. 





Hollis, Ervin Get New 
W.O.W. of Omaha Posts 


J. O. Hollis of Carthage, Miss., was 
elected national director and sentry 
at a meeting of the Woodmen of the 





J. O. Hollis R. W. Ervin 
World of Omaha board at Atlanta. 
Richard W. Ervin, Tallahassee, Fla., 
was advanced from national sentry to 
the board of auditors. 

Mr. Hollis, an attorney, has held 
many important positions in the soci- 
ety, becoming head consul in 1953. 

Mr. Ervin, who became national sen- 
try in 1954, is attorney general for the 
state of Florida. He served W.O.W. as 
national service committeeman for sev- 
eral years. 





Modern Woodmen Names 
Two State Managers 


Modern Woodmen has appointed 
Dale G. Heath of Worthington, O., and 





Brewer York 





Brewer York, Tell City, Ind., as state 
managers for southern California and 
southern Indiana, respectively. 

Mr. Heath, assistant state manager 
of western Ohio for about a year, suc- 
ceeds M. E. Livingston of Los Angeles 
who has retired following 21 years 
with the society. Mr. York has been 
with the Modern Woodmen agency 
force since 1949 and Indiana assistant 
state manager since 1954. 
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Oppose N. Y. Proposal to Limit Group Life 


(CONTINUED FROM PAGE 1) 





amendment would not constitute a 
limit. 

Domestic companies should not be 
discriminated against when in compe- 
tition with other companies, Mr. 
Dougherty said. 

Gilbert W. Fitzhugh, 2nd vice-presi- 
dent of group of Metropolitan Life, 
questioned whether the proposed law 
would accomplish its purpose. It could 
be circumvented by trusteed pension 
plans, salary after death and other 
methods. He asked why ordinary un- 
derwriting standards should be im- 
posed only on large amounts of group. 

The law does not authorize issuance 
of group contracts to association groups 
such as doctors, lawyers, dentists and 
nurses, and the group proposal on this 
point was based on the argument that 
domestic companies have been placed 
at a disadvantage in writing this type 
of business outside New York in com- 
petition with admitted companies do- 
miciled in other states. The amend- 
ment would permit writing of associa- 
tion groups, subject to appropriate 
underwriting safeguards in existence 
where the association consists of a 
homogeneous membership. 


Albert Pike, actuary of Life Insur- 
ance Assn. of America, said the gen- 
eral tenor of opinion is that proper 
underwriting safeguards cannot be ap- 
plied in this situation. He said he 
would take up this matter and the pro- 
posed group life limit with the LIA- 
American Life Convention joint legis- 
lative committee and submit some- 
thing on it later. 

Mr. Pike also commented on the 
proposed “double dollar” plan, which 
would cover a savings bank depositor 
with individual life insurance equal to 
his deposit in the bank, up to a $1,000 
maximum. The law prohibits special 
inducements to buy life insurance, he 
said. This plan is just the reverse: it 
uses insurance to induce people to 
place funds in banks. 

This has been opposed in other states, 
Mr. Pike said. Mr. Sackman indicated 
the amendment would call for a change 
in the banking law, not the insurance 
law. 

Col. Francis R. Stoddard, general 
counsel of United Mutual Life of New 
York, spoke in support of two proposed 
amendments. One would prohibit 
proxy voting for election of directors 
of mutual life companies. The other 
pertains to election of directors of mu- 
tual life companies converted from fra- 
ternals. 

Col. Stoddard, who termed proxies 
“prolific of fraud,’ said elections 
should be conducted by ballots only. 
Mr. Sackman noted that these propos- 
als are not controversial. 

-_ - - 

The LIA-ALC joint committee sub- 
mitted a memorandum in favor of an 
amendment to insert the words “sane 
or insane” after the word “suicide” 
in section 155-2(d) of the law. The 
law now prohibits life policies from 
containing provisions to exclude or 
restrict liability for death caused in a 
certain specified manner, with a num- 
ber of exceptions. One exception is 
“(d) as a result of suicide within two 
years of the date of issue of the policy.” 
The court of appeals has held that the 
statute permits exclusion or restriction 
of liability for death from _ suicide 
within two years of the issue date on- 
ly when the act is that of a sane person. 

The memorandum said the difficulty 
of determining when such a degree of 
disarrangement is reached that one 


may be without power to resist a “dis- 
ordered impulse” may result, in prac- 
tical effect, in nullifying all suicide 
restrictions. There is a probability that 
in any case of suicide who is in no true 
sense insane, it would be possible to 
create an inference of insanity. 

Mr. Sackman asked Eldon Walling- 
ford, assistant federal counsel of LIA, 
to submit figures on the number of 
suicides, sane and insane, for the last 
two years. 

. e = 

Another amendment would prohibit 
payment of any pension to a company 
officer or employe, except pursuant to 
the terms of a retirement plan adopted 
by the board and approved by the su- 
perintendent of insurance. This pro- 
posal was aimed at eliminating inform- 
al plans under which officers and em- 
ployes have been placed on inactive 
lists and will not be recalled to serv- 
ice. The LIA-ALC committee reserved 
the right to file a statement on this 
matter. 

The committee supported an amend- 
ment to provide that no statement 
made by any person insured under a 
group life policy relating to his in- 
surability should be used in contest- 
ing the validity of the insurance with 
respect to which such statement was 
made after such insurance has been 
in force prior to the contest for a 
period of two years during insured’s 
lifetime nor unless it is in a written 
instrument signed by him, a copy of 
which is or has been furnished to such 
person or to his beneficiary. The pur- 
pose of the change is to limit to two 
years the period during which an in- 
surer may use the defense of misrep- 
resentation in instances where a state- 
ment of good health is required. This 
provision is in the model group life 
law approved by National Assn. of In- 
surance Commissioners. 

The committee supported an amend- 
ment to section 81-8(a) to permit 
domestic companies, whether or not 
doing business in Canada, to invest in 
Canadian investments of substantially 
the same kinds of grades as are re- 
quired for U.S. investments. It also 
called for a change in section 90-2(b) 
to permit Canadian companies doing 
business in New York to include in 
their trusteed assets Canadian invest- 
ments of substantially the same kinds 
and grade as are required for domestic 
company investments in the U.S. 

In section 81-8(a) the limitation on 
the amount of Canadian investments 
would remain the same. In section 90-2 
(b), the limit on the amount of such 
investments also would remain the 
same. 


Revere Sales Rise 34%; 
Albuquerque Top Agency 


Paul Revere Life sales increased 
34% in 1955. The James D. Stanley 
agency at Albuquerque led the way 
with increased sales of 25%. The agen- 
cy also led in total volume of com- 
bined new A&S, life and group pre- 
miums. 








Move Agent Status Bill in R. I. 


A bill to require life companies to 
stand behind representations of agents 
in selling policies has been introduced 
in the legislature by Rep. Nugent of 
Providence. 

The bill, which was sent to the cor- 
porations committee, would consider 
the salesman the agent of the company 
and not the policyholder. This rela- 
tionship already has been established 
generally through case law: the Nu- 
gent bill would spell it out in state law. 





— 


John H. Kuli, as. 
sociate manager of 
the S. P. Davis 
agency of Phoenix | 
Mutual Life iy) 
New York City, 
was honored at q_ 
luncheon on his | 
50th anniversary | 
with the company, | 
Shown left to right, 
are: Benjamin |, 
Holland, president — 
of the company, 
Mrs. Kull; Mr 
Kull; George Ba. 
ronian, office man. © 


ager, presenting a gift from the agency; and D. Gordon Hunter, chairman of the | 
agency committee of the board. The affair was held in the Hotel Lexington, 3 


New York City. 








Six Kansas City Life 
Veterans End Service 


Six long-time associates of Kansas 
City Life are retiring under the com- 
pany’s pension trust plan, five this 
month and one April 1. 

With their years of service, they are: 
Miss Frances M. Henderson, 35 years; 
Miss Helen C. Orear, 41 years; J. Stan- 
ley Bassett, 27 years; R. L. Fitzgerald, 
41 years; John Willoughby, 19 years, 
and Joseph B. Thompson, 22 years. 

Miss Henderson has served in home 
office positions since 1928. Before that 
she served as a cashier at Des Moines 
and Lincoln, Neb. Miss Orear has been 
in the policyowners’ service depart- 
ment. 


Starting as an attorney, Mr. Bassett 
was advanced to associate general 
counsel in 1941. After service in sev- 
eral production positions in Missouri, 
Mr. Fitzgerald was named _ assistant 
superintendent of agencies about a 
year ago. He won the company’s 1954 
agency building award. 

Mr. Willoughby has been in charge 
of general agencies in Iowa, Nebraska, 
Minnesota, North and South Dakota 
and Montana. Mr. Thompson, who is 
a former Missouri insurance commis- 
sioner, has been city loan appraiser. 





First-Year Agent Leads 
Jefferson Standard 


Jefferson Standard Life’s leading 
producer in 1955 was W. W. Woodard, 
Wilson, N. C., a first-year man, who 
paid for $1,411,500 with no term. Eight 
others exceeded the $1 million mark. 

The Charlotte agency, managed by 
W. L. Brooks, led agencies with $18,- 
005,093, largest single agency produc- 
tion in history. 

Ninety-three agents, increase 54%, 
qualified for the 500 Club, top honor 
qoowe. by selling at least $550,000 in 





Lafon Named to Insurance 
Law Recodifying Task 


Finis F. Lafon, former actuary for 
Oklahoma Insurance Board, has been 
retained as a consultant to the legisla- 
tive council insurance subcommittee 
recodifying the state’s insurance laws. 

He is presently a legal and actuarial 
consultant to several casualty firms 
and at one time was manager of Okla- 
homa Compensation Rating Bureau. 





Mass. Mutual Promotes Durick 


Massachusetts Mutual Life has 
named Richard H. Durick manager of 
the benefit department. Mr. Durick 
joined the deaprtment in 1949, was 
promoted to supervisor in 1954 and 
assistant manager last July. 


Bankers National Sales — 
Hit $57,256,371 in ‘55 | 


Bankers National Life sales in 1955 
totaled $57,256,371 for the best year in 
history. Ordinary sales increased 31%, — 
Fourth quarter production was up” 
42%. 

Insurance in force rose by $33,822, 
828 to $316,696,512. The average size 
ordinary policy was $8,893, increase 
$2,276. 

For the fourth consecutive year, the | 
Goldstein agency at Hartford led the | 
company, with $8 million in sales, 
Leading personal producer was Harry 
J. Baker, general agent at Boston, with 
$1,589,000. Seven others paid for at © 
least $1 million. } 

Assets rose to $57 million. Income © 
and volume of the A&S department in- | 
creased 17%. 


Walter Shepherd of Met 


Honored on Retirement 


NEW YORK—Walter S. J. Shep- 
herd, who retired Dec. 31 as 2nd vice- 
president and field personnel officer of 
Metropolitan Life, was guest of honor 
at a dinner attended by 32 friends in © 
the company, including President 
Frederic W. Ecker and many top of- © 
ficers. : 

The occasion also marked the begin- 
ning of a new career, for which Mr. 
Shepherd has volunteered. This is act- 
ing as liaison between the various vet- 
erans’ associations made up of active 
and retired Metropolitan employes. 

Mr. Shepherd joined Metropolitan 
in 1905. He became its top authority 
on district office procedures. 











Aetna Names Kohut at 


New Agency in Mineola 


Aetna Life will open a new general © 
agency in Mineola, N.Y., on Feb. 1 with 
Emil W. Kohut as general agent. 

Mr. Kohut, who has been assistant 
general agent at Brooklyn in charge of 
the Long Island territory, joined the 
company in 1949 at Brooklyn. He also 
has served as agency supervisor. 

The new agency, located at 288 Old 
Country road, will serve Nassau and 
Suffolk counties. 











LIAMA Names Howard Staff Editor 

LIAMA has appointed James L. 
Howard Jr., staff editor. in the com- 
pany relations division. He will edit 
publications for agents and managers 
and serve on the staff of Manager’s 
Handbook. 

Mr. Howard previously was with the 
public information and advertising de- 
partment of Travelers. 





Edwin F. Schleifer, Milwaukee, is the — 


j 


new president of Wisconsin regional § 


board of International Union of Life In- 
surance Agents, composed of Pruden- 
tial and Metropolitan industrial agents. 
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An old-time reminder for today’s winter health... 


Back in grandma’s time . . . before modern heating... . 
the change to long, fleecy underwear was a wise precaution 
against winter ills. If a cold did start coming on, grandma 
insisted on another ritual...a hot bath, a daub of ointment 
on the chest and a quick retreat to a warm feather bed. 


Today, as in grandma’s time, it is not wise to make too 
light of a cold. What seems to be only a slight cold may 
be the beginning of pneumonia and other respiratory ail- 
ments. So, even if you don’t feel “really sick”’ with a cold, 
authorities urge you to do these things: 


1. Rest more than usual . . . eat lightly . . . drink plenty 
of water and fruit juices. 2, Be sure to check your tem- 
perature...and if you have even a degree or so of fever, 
go to bed. If fever persists, call your doctor. 


Fever is important because it may indicate trouble of a 
more serious nature . . . Sinusitis, ear infections, bronchitis 
and pneumonia . . . to mention a few. When these and 
other common ailments of the winter season are promptly 
treated, the chances for rapid recovery are good—thanks 
largely to the effectiveness of the antibiotic drugs. 





Even though medical science can now bring about more 
and quicker recoveries from the major winter ailments, it 
is wise to take every precaution against catching a cold. 
Here are some measures which may help: 


1. Guard against drafts and chilling . . . and always 
wear clothing suited to weather conditions. 


2. Get enough sleep and eat well-balanced meals to 
help keep resistance built up during the cold months. 


3. Whenever possible avoid exposure to those who have 
respiratory illnesses. 


4. If you have frequent colds, or if you are generally 
“run down,” ask your doctor about preventive measures 
against respiratory infections. 


REMEMBER, too, what seems to be a cold in a 
child often turns out to be the beginning of measles, 
whooping cough or some other communicable disease. So, 
it is always wise to keep a child with a cold at home to 
protect others as well as himself. The communicable dis- 
eases are most contagious in this early stage. 
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COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY . . ° . ° . ° 
This advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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WHY THE Farmer NEEDS A LIFE INSURANCE SPECIALIST 
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Someday perhaps science will find a way to help the farmer 
“create” his own climate. Certainly, in light of recent 
scientific achievements, such an eventuality can be consid- 
ered more than a faint hope for the future. But until the 
hope becomes reality, of course, the farmer will continue 
to prepare for the unexpected rather than outguess the 
unpredictable elements. 

No one has to remind the man on the farm how import- 
ant it is to look ahead. Caution and sound planning not only 
dominate the management of his farm but his personal 
affairs as well. That’s why he recognizes life insurance as 
the one best way to guarantee complete protection for his 
family and financial security for his own future. That’s also 
why he seeks the specialized assistance of an underwriter he 
can trust to provide the right answers to his particular wants 
and needs. 

You may be glad to know that the underwriter so many 
farmers turn to is the man who represents The Union Central 


Life Insurance Company. And good reason. The Union Cen- 
tral underwriter is probably the most thoroughly trained 
specialist in his field. He not only understands the overall 
advantages of life insurance but knows how to apply his 
knowledge to meet specific needs in specific circumstances. 
Which means the Union Central underwriter can be counted 
on to accurately diagnose a wide variety of personal financial 
problems as diversified as the situations in which they occur. 
He has the right answers, too—in Union Central policies 
issued from birth to age 70 to meet every human need. 

Alert Home Office research constantly provides the Union 
Central underwriter with new and more effective ways to 
serve his policyholders. So here’s the man—and the Company 
—that can best guarantee a safe, secure future for you 
through life insurance. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 


The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 





